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New Irwin “hang-up” box 


sells on sight... boosts expansive bit sales 


IRWIN 
MICRO-DIAL 


Ne. 22 


bores "wD 


eeres 35 
Henderg 
ste hele, 


Irwin Micro-Dial in new “Hang 
Up" Box, Two sizes: No. 21 bores 19 
standard holes, % to 134”; No. 22 
bores 35 standard holes, 7% to 3” 
No. 21 retails at $3.40 each. 
No. 22 retails at $3.80 each. 
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IRWIN 
LOCKHEAD 


Ne. 2 


tore: Sed 


bores 3S stendord 
Mie holes 


Irwin Lockhead in new ‘“Hang-Up" 
Box. Two sizes: No. |! bores 15 
standard holes, % to 1%"; No. 2 
bores 35 standard holes, % to 3”. 
No. | retails at $2.90 each; No. 2 
retails at $3.45 each. 


Another Irwin first that keeps you in step with today's 
modern and profitable trend to “sight selling.” Here now 
is a new and versatile “Hang-Up” Box that gives plenty of 
extra “eye and buy” power to Irwin Micro-Dial and Lock 
head Expansive Bits. Here now 1s the convenient display 
you have always wanted to move even more of these best 
sellers.” Simply hang on per: board, nail or pin. 

Small, handy, easy-to-use at multiple traflic points in 
your store. Profitable to use because Irwin's new “Hang-l p- 
Box catches the eve. creates the urge to buy. boosts self 
serve expansive bit sales. Depend that this timely Irwin 
selling help for hardware and building supply dealers is sure 
to add many more dollars to your cash receipts — and at no 
extra cost to you. Order Micro-Dial and Lockhead Expan 


sive Bits in the brand new Irwin “Hang-Up” Box today 


Free! New Irwin Catalog. The most 
complete 1 easiest-to-use wood-borir 
tool catalog ever \ Irwin bits and 
| features are strated. Ne 
r needed information, Saves 
es slanced stock 


te Irwin, Wiln 


Order from your Irwin wholesaler today 
The Irwin Auger Bit Company 
at Wilmington, Ohio, USA, since 1885 


Typical store scenes show how Irwin's new and handy “Hang-Up 
Box displays Micro-Dial and Lockhead Expansive Bits on peg board 
nail or pin at multiple traffic points for more “sight sales.” 
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CHARDWARE 


“NAT” STANDS OUT 


with dress-parade packaging 


Brighten up your fastener shelves and speed up off-the-shelf selection with 
the snap and color of National’s high-visibility labeling and uniform packaging. 
These smart, trim boxes stand out, boldly identifying National quality by their 
glossy red and black finish. Color-coded labels make stock handling easier, too! Colors 
quickly identify fastener types. And sizes are printed large enough to see, even on 
higher shelves. 
Standardize on National’s most complete, accepted 
quality line . . . packaged to stand out boldly for greatest 
sales appeal. Val S  \Vetion a / > () 
pp QED »- 
PHS 7D, 


Ask Your Distributor . . . He Knows z 


THE NATIONAL SCREW & MFG. COMPANY : my a 
Cleveland 4, Ohio qy 

Pacific Coast: National Screw & Mfg. Co. of Cal. 

3423 South Garfield Ave. « Los Angeles 22, Cal. 





SOUTHERN HARDWARE is published mont! 

Entered a ; matter at post Da 
Volume 127 

Postmaster, Send notices by Form 3579 to 806 Peachtree St N.E Atlanta 8, Ga 





“We know these nails 





are quality nails” 


“There zs a difference in nails, and we're convinced that it pays 
to use quality nails. That's why we always try to get Bethlehem 
nails, made right here in this country. 

“Bethlehem nails don’t wince every time they're smacked by 
a hammer. Their heads are true, their points are sharp and clean.” 

It's true that Bethlehem feels a responsibility to maintain 
quality. And that applies not only to nails but also to staples, 
barbed wire, farm fence, fence posts and other Bethlehem prod- 
ucts that you can profitably handle. 

Bethlehem nails are now packaged in new, attractive 50-lb 
cartons as well as the 100-lb units. They are available in a complete 
range of sizes, styles and finishes—bright, blued, cement-coated, 
galvanized. We carry large stocks of these nails and can make 
prompt deliveries on all items. A phone call or note to our nearest 


office will bring you any specific information you want 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA 


On the Pacific Coast Bethlehem products ore sold by 
Bethlehem Pacific Coast Stee! Corporation 


Export Distributor 


Bethlehem Steel Export Corporation 
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PETERS 


means 


SALES 


Heavy 1958 advertising behind 
PETERS “High Velocity” 
ammunition will pay off in 
extra sales for you! Get 

your share—stock, display, 
and push the entire line. 


PACKS THE\ POWER 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Inc, 
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Associate Editor Assistant Editor 


BARON CREAGER, Southwestern Editor 
(7713 Inwood Road, Dallas 9, Texas) 
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FEATURES 
Displays with Sales Appeal So many outstanding features... 


Selling the Little Leaguers 
Shooting for $350,000 Volume so low priced... 


Checked Your Credit Rating Lately? 


Boosting Garden Supplies Sales OUTSELLS ALL OTHER 


47 Mowers Sold in Small Town Store 
Wheel Goods for Those Extra Profits. 


DEPARTMENTS POWER SANDERS 2 TO iH 


Industry News * Powerful 2 amp. AC DC universal air-cooled motor! 


Catalogs & Bulletins a afte : 
Dealer Sales Aids * Perfect sanding speed — 3500 oscillations per minute! 


ee * Extended front for easy “feather edging” and corner sanding! 


Farm Equipment Section * 7%" x 35%" oil-grease resistant platen with over 25 square inches 
of sanding surface! 
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———————————————————————————————————————————————————— * Patented non-slip locking knurled rollers hold abrasive sheets tight! 
ANNUAL SUBSCRIPTION—$1.00 . ® ° 
: . * Lightweight, easy to handle —weighs only 44 pounds! 
Business Representatives * Finger-indented hand grip and auxiliary knob for precisi ! 
New York: W. L. Rocers, Room 610, 7 East 42nd St., New York 8g 8 P y precision control! 
17. Tel. MUrray Hill 2-4959. Cohasset: J. D. Parsons, 39 At- * 1 i ' 
lantic Ave., Cohasset, Mass. Tel. EVergreen 3-0712, Philadelphia: Uses /s standard sheet of abrasive paper: 
JamMes R. Corcer, 27 E. Windermere Terrace, Lansdowne, Pa. : : ’ -_ 
Tel. MAdison 6-9145, Chicago: Huan AULL, 333 N. Michigan * Complete with 9 abrasive sheets and lamb's wool polishing bonnet! 
Ave., Chicago, Ul. Tel. CEntral 6-4131. Cleveland: Josern B 
Rocers, 16404 Southland Ave., Cleveland 11, Ohio. Tel. CLear- . . 
water 1-9063. Los Angeles: Loyp B. CHAPPELL & ASSOCIATES, Here, at last is a power sander that will really make 
Soe Dransion:; Fond domaton, Lard ih. Chrseall & havecinten money for you! A compact, well designed sander 
San ranceeco RED « SON, Ay " » Assocls =n, . . ‘ 

$21 Edinburgh St., San Mateo, Calif. Tel. Dlamond 3-8806. with ae ees ... for less money! Com- 
Charlotte: W. C. RuTLanp, P. O. Box 102, Gastonia, N. C. Tel oare the new op Dd ane fa ‘ en 

UNiversity 7-7995. Dallas: Baron Creacer, 7713 Inwood Rd., eth th t oma ; feature for feature ’ 
Dallas 9, Texas. Tel. FLeetwood 7-2937. Miami: Ray RICKLES, wi oO ers a even ouble its price... and you ll 
915, Chamber of Commerce Bldg. Miami, Fla. Tel. FRanklin see why it’s outselling all others by more than 2-to-1! 
— : Outstanding features include: power-packed 2 amp. 
115 volt universal AC/DC air-cooled motor, special 
oil-grease resistant sealed-cell er with 3/16” 
orbital motion, over 25 square inches of sanding sur- 


face, push-buttqn switch, tough silver luster finish. 


Published Monthly by 
W. R. C. SMITH PUBLISHING COMPANY 
Atlanta, Ga., and Dalton, Ga 
Editorial and Business Offices 


806 Peachtree Street, N.E., Atlanta 8, Ga. 
Publishers Also of Big space ods in leading con- EVEN THE REGULAR PRICE 
ELECTRICAL SOUTH SOUTHERN AUTOMOTIVE JOURNAI comer publications like uve 
day Evening Post, Popular LOOKS LIKE A SPECIAL... 


SouTHERN BUILDING SUPPLIES TEXTILE INDUSTRIES Science and Popular enics 
SOUTHERN Power & INDUSTRY are introducing this exceptional 
. oer cane er to your customers. 
W. J. Rooke, Chairman of the Board; Ricuarp P. Smirnu, Presi —4 the profit-making facts 
dent and Treasurer; T. W. McALuister, First Vice-President ; y 
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Sena J. Jones, Assistant Secretary and Treasurer SUGGESTED 
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BUSINESS TRENDS 


> Business Outlook—Midway in the year's second quarter there were some 
signs, faint though they may be, of business improvement. For one 

thing, machine tool orders in March increased for the third straight 
month. Orders to factories have increased moderately and such industries 
as steel, chemicals, and farm equipment look to rising sales in the 
year's second half. Consumers, however, continue to hedge. Surveys 
by several independent agencies report that consumers still have 
money, but are postponing purchases of heavy durables because of high 
prices and a hesitancy to increase personal indebtedness. Tax relief 
both for individuals and business is almost assured by mid-summer. 


Personal Inceme— In the January-March period personal income, after tax- 
es, declined by about 2.8 billions a year. The rate dropped from 
502.1 billions in 1957's fourth quarter to 299.3 billions. 


Retail Sales—Drop in sales of durable goods has accompanied the decline 
in personal income. In the January-March period spending for such 

hard goods as automobiles, appliances, and furniture items dropped 

from 34.4 billions annually to 31.5 billions, a decline of 2.9 billions. 

In February, sales by dealers in the lumber, building materials, and 

hardware group were 10% under the 1957 month. 


Construction—New construction in 1958's first quarter continued close 

to the peak rate of 1957. Though some decline in private construction 
occurred in recent months, more favorable conditions for borrowers 
should stimulate this industry in the months ahead. 


More Services— Consumers continued in the first quarter of 1958 to expand 
their expenditures on services. They reached an annual rate of 

108 billion dollars, up about 1% from the last quarter of 1957 and 4% 

above a year earlier. 


Steel Production Up— One heartening sign in mid-May was the rate of steel 
production. Mills scheduled output at about 50% of capacity for the 
week of May 9, a 5% boost and the second consecutive week-to-week increase. 


Farm Income—Farmers are one income group, at least, which seem to be 

escaping the effects of the recession. Income in the first quarter was 
reported by the government at 13 billions a year compared with 11.7 
billions in the 1957 period. Prices received by farmers in the first 
quarter averaged about 7% above the 1957 period. USDA believes that 
farm income for the year may be from 5 to 10% ahead of 1957. 
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SINCE 1854 


NIXDORFF-KREIN MANUFACTURING CO. 


916 HOWARD STREET *« ST. LOUIS 6, MO 


JOHN T. EVERETT & COMPANY «+ SALES REPRESENTATIVES + MEMPHIS 4, TENN 
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‘American’s PAK-IT Board 
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New “PAK-IT Board” 


lets every customer make a profit for you! 


Profitable impulse buying — they come, they see and 
they buy when you feature this attractive display of 
American’s newest packaging advance, the “‘Pak-It.”’ 
The compact, see-through packages invite your cus- 
tomers to buy right now . . . complete selection of 
wood screws, both steel and brass, stove bolts and 
tapping screws. 

Saves labor costs — because your customer can make 
his own selection easily. With the American “‘Pak-It”’ 
display, the fasteners are easy to see, and your cus- 
tomers make their own choice without the assistance 
of a sales person. 


Simplified pricing — the price of each Pak-It is ex- 


The biggest news 


in fasteners comes from . 5; 


For further information use Handy Return Card, Page 69 


actly the same! The number of fasteners in each 
package is varied, depending on the fastener size, so 
that the cost remains constant. 

Easier stock control — because the color-coded, clearly 


marked Pak-Its arranged on the “‘Pak-It’’ display 
tell you at a glance when it’s time to order more. 


Saves space — no shelving problems because the 
*‘Pak-Its”’ are easily set up on your own space-saving 
peg board. You get more profit for the amount of 
space invested. 

Write, wire or phone the American Screw Company 
or your nearest hardware distributor. 


rican ! 


AMERICAN SCREW CO. + WILLIMANTIC, CONN. 


s fy 


DETROIT, MICHIGAN 
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3 good friends 





“Over 2 million Southern farm 
buildings covered with USS Ten- 
neseal Roofing!” That’s a lot of 
roofing . . . and the only reason 
Southern farmers bought so much 
of it is that they found it does the 
job that good roofing should do. 
That’s why Tenneseal V-Drain 
Roofing is easier to sell. Don’t try 
to switch your customers to less 
popular brands... show them 
easy-to-sell Tenneseal. 


hg 
4 
i 


¥ 
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The TCI Farmer is a symbol of 
TCI quality steel products for the 
farm and ranch. He is widely ad- 
vertised in the leading Southern 
and Southwestern farm maga- 
zines. And he should be promi- 
nently displayed in your store, to 


_ remind your customers that your 
_ Store is the place to buy quality 

steel products. Order your TCI 
_ Farmer sign from your salesman 
_ or write direct to Fairfield. 


. 


Tennessee Coal & Iron 


/ tor the USS Dealer 





“There’s more American Fence in 
use than any other brand!” That's 
one reason why good, old reliable 
USS American Fence is a friend 
to the dealer who stocks it. Amer- 
ican Fence is so well known and 
so highly respected that it is 
easier to sell. 

Your customers know USS 
American is a quality fence, so 
they have less sales resistance to it 
than to less popular brands. 


USS, Tenneseal and American are trademarks 


United States Steel 


General Offices: Fairfield, Alabama + District Offices: Charlotte + Fairfield « Houston + Jacksonville « Memphis - New Orleans + Tulsa 


Division of 
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This 
Tenite tag 
tells your 
customers 
of pipe 
they can 


Tough pipe made of Tenite Polyethylene 
helps bring water where it's needed 


TEIN 


POLYETHYLENE 


an Eastman plastic 


= Plastic pipe made of Tenite Polyethylene is a time-saver around the 
farm and home, helping your customers install long-lasting water lines quickly, 
and at low cost. 

Pipe made of Tenite Polyethylene, an Eastman plastic, is light in weight. It's 
flexible and can be curved around obstructions. It's available in rolls for long, 
coupling-free runs, yet can be cut quickly with a knife. Rapid connections can 
be made with simple fittings. What's more, pipe made of this plastic resists 
weathering, corrosion, and electrolytic attack. It's ideal for carrying water for 
drinking, irrigation, animal watering, lawn sprinkling systems—or wherever cold 
water must be brought from one location to another. 

Tenite Polyethylene plastic is made by Eastman and supplied to extruders who 
produce the actual pipe. This pipe carries the tag you see above, your customers’ 
guarantee that they're getting all the advantages of Tenite Polyethylene. 

Be sure you stock this pipe and display the tag that identifies it. For a list of 
extruders, as well as additional information about pipe made of Tenite Poly- 
ethylene, write: EASTMAN CHEMICAL PRODUCTS, INC., subsidiary of Eastman Kodak 
Company, KINGSPORT, TENNESSEE. 
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INDUSTRY NEWS 


C. A. Pound Observes 50th 
Anniversary with Baird 


C. A. Pounp, president of Baird 
Hardware Co., Inc., Gainesville, 
Fla., this year is observing his 
Golden Anniversary with the 
wholesale organization. 


In May 1908, the late E. Baird, 
founder of the company, employed 
a Gainesville youth who was proud 
to give him a good week’s work 
for $5.00. Just 22 years later, hav- 
ing worked his way up to vice- 
president, this same young man 
became president of the company 
that still bears the founder’s name. 
Today in addition, Pound is direc- 
tor of the First National Bank of 
Gainesville; vice-president, Guar- 
anty Federa] Savings & Loan As- 
sociation, Gainesville; and a direc- 
tor of the T. & G. R.R. 

The company itself was organ- 
ized in 1890. It still occupies its 
original location, but has expanded 
steadily over the years and has 
been modernized completely since 
1946. 

Serving with Pound as officers 
of Baird Hardware are C. Addison 
Pound, Jr., executive vice-presi- 
dent; Franklin D. Bennett, treas- 
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urer; J. Harry Norton, secretary; 
J. M. Lang, director of purehases; 
and W. D. Padgett, director of 
sales. 


. 


Woodhill Appoints 
New Representatives 


Victor GELB, sales manager of 
the Woodhill Chemical Sales Corp., 
Cleveland, announces the appoint- 
ment of additional sales represent- 
atives. 

George Fitzhugh, salesman for 
John D. Butterworth, will repre- 
sent the Cleveland firm in Pennsy]- 
vania and Virginia, and E. A. 
Knudston, salesman for Jack C. 
Lyle & Associates, will handle sales 
in Georgia and Florida 

€ 


McKinney Elects Julius 
Vice-President, Sales 


WILLIAM R. Julius, Jr. has been 
elected vice-president in charge of 
sales for McKinney Manufacturing 
Co., according to John Gibson III, 


William R. Julius, Jr. 


president of the Pittsburgh firm. 

Julius has been general sales 
manager of the firm since August 
of last year. He joined the com- 
pany in 1954 as field sales man- 
ager. 

Prior to his association with 
McKinney Manufacturing Co., 
Julius was vice-president and gen- 
eral manager of the Reflectal 
Corp., a Borg-Warner subsidiary 


Newly Elected Officers of NHMA 


W. H. Sahloff, vice-president of General Electric Co., Housewares and Radio 

Receiver Division, Bridgeport, Conn., newly elected president of the National 

Housewares Manufacturers Asscciation, is shown between other newly elected 

officers G. C. Kubitz, left, vice-president, and B. C. Neece, treasurer. Kubitz is 

vice-president in charge of sales for Mirro Aluminum Co., Manitowoc, Wis., and 
Neece, president of Landers, Frary & Clark, New Britain, Conn. 
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REVOLUTIONARY 
NEW TRAP 

How It Works 
owe Tt 


sensational new 


Victor 


_ Conibear 
9) 3) trap 


The Victor Conibear Trap is the first 
completely revolutionary trap developed 
since the history of trapping began. More 
important, it is the world’s first practical 
humane killer trap. Available now from 
your wholesaler! 





Get the complete facts... be the first 
to offer the exclusive Victor Conibear 
Trap in your area. Wire or phone your 
wholesaler today! 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. Pascagoula, Miss. 
Niagara Falls, Canada 





Rafter set Water set 
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“Gambler. delivers right to our store 


—and even pre-pays the freight!” 


Says Al Hummel 
Litchfield, Minn. 


YOU SAVE ON SHIPPING COSTS — usually 
4% to 6% of sales—when you become a Gam- 
bles dealer. Gambles is one of the very few 
merchandising organizations to deliver merchan- 
dise to retailers in its own trucks. It’s the kind 
of fast, frequent service that all dealers like. 

This means you can order your merchandise 
as you need it. It will be delivered on schedule 
—and Gambles drivers not only handle mer- 
chandise carefully, but also pick up exchange 
merchandise. 


Check the other advantages of being a Gam- 
bles dealer—top-notch merchandising help; a 
hard hitting advertising program; effective store 
planning; fast-moving merchandise selected by 
capable buyers; proven accounting services: 
helpful financial guidance. 


TAKE THE FIRST STEP now toward 


a bricht future as a Gambles dealer. Send 
for this free booklet. “Planned Success.” 
outlining the most successful dealer-assist- 


A . 
Se 5 ance plan in the entire retailing industry 
a> 1 . 
ee zt No obligation, of course. Just write Dept 


= Gamble-Skogmo, Inc., 15 North 8th 
Street, Minneapolis 3, Minn 


DEALERS MAKE MORE MONEY 
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INDUSTRY NEWS 


Retired President of 
Walter Tips Co. Dies 


DANIEL F. SEARIGHT, former 
president of the Walter Tips Co., 
Austin, Texas, died April 19 at the 
age of 70. 


Daniel F. Searight 


Observing his 50th anniversary 
with the wholesale organization in 
1953, Mr. Searight retired two 
years ago and was operating a 
farm and cattle ranch near Austin. 
He was a Mason and member of 
the Headliners Club. Mr. Searight 
recently was voted a Life Member- 
ship in the Texas Wholesale Hard- 
ware Association. 

Survivors in addition to his wife 
include a son, Allen Searight of 
Jackson, Miss.; and two grandchil- 
dren. 

* 


Gritzmaker Resigns from 
Oklahoma Association 


IN MID-MARCH, Aaron Gritz- 
maker, for several years executive 
secretary of the Oklahoma Hard- 
ware & Implement Association, an- 
nounced his resignation from that 
office. 

At the time of the announcement 
no successor had been appointed. 


5 


Schlage Elects Three 
to Executive Posts 


ERNEST L. SCHLAGE, director of 
research for Schlage Lock Co. and 
son of the late inventor Walter 
Schlage, has been elected vice- 
president of the company, accord- 
ing to announcement of Marron 
Kendrick, president. 


12 





G. W. Coleman was elected cor- 
poration secretary, and Ben M. 
Levinger, formerly marketing 
manager, has been named manager 
of manufacturing for the San 
Francisco factory. 

D. E. Golden, who retired re- 
cently after 28 years of service, 
was vice-president-secretary and 
manager of manufacturing for the 
San Francisco factory. 


a 


“Reward Contest” Sparks 
‘58 Vise-Grip Promotion 


A “$4,200 REWARD” contest high- 
lights the Vise-Grip promotion of 
Petersen Manufacturing Co., De- 
Witt, Neb., both to dealers and 
consumers. 

The contest invites the reader to 
send in a list of all the uses he has 
found for Vise-Grip, all-purpose 
hand tool. Every month checks will 
be mailed to the three persons 
sending in the “longest, practical 
lists of uses.” The contest runs for 
six months, May through October. 
The winners’ favorite dealers win 
the same amounts. 

Extensive dealer promotion 
kicked off in April with a broad- 
side mailing to over 42,000 hard- 


Kordite Presents Prize 


J. C. Sheppard, manager of Sheppard 
Hardware in Camilla, Ga., left, receives 
a check for $500 from Guy M. Bowles 
of the George McDuffie Co. in Atianta, 
manufacturer's representative of the 
Kordite Co., Macedon, N. Y. Sheppard 
won third place in a national contest 
centered on the merchandising of Kord- 
ite freezer products. Enjoying the pres- 
entation are Geraldine Mills, Sheppard 
employee, center left, and Gail Merritt, 
Sheppard's daughter 


(Continued from page 9) 


ware dealers, who are invited to 
request from the manufacturer a 
free Dealer Contest Sales Kit. 

Included in the kit are two “Re- 
ward Posters” for display, new 
Vise-Grip display tags for peg 
board use, ad mats, contest hand- 
bills, dealer contest instructions, 
and a dealer sales book “Selling 
Vise-Grips Is Fun.” 


* 


Rep for Stronghold Line 
Assigned to Tennessee 


ARCH MCLAREN, Memphis, Tenn., 
has been assigned to cover the 
Tennessee territory for Stronghold 
and Screw-Tite Nails, representing 
L. J. Baldwin & Son of New Or- 
leans, manufacturers’ agent in six 


x 


Arch McLaren 


Southern states. The Baldwin or- 
ganization, which has_ recently 
added Tennessee to its territory, 
also represents the Stronghold line, 
made by Independent Nail & Pack- 
ing Co., in Louisiana, Mississippi, 
Arkansas, Texas, and Oklahoma. 

McLaren joins the Baldwin staff 
after extensive sales experience in 
the South. 


a7 


Weller Electric Advises 
of Price Increases 


WELLER ELEcTRIC Corp. dealers 
were advised recently of price in- 
creases on Weller sanders and 
sanding kits, effective June 1. The 
Model 700 Sander will list at 
$16.95, and the Model 700K Sand- 
ing Kit will list at $18.95. 
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Why allow rusty fittings to be a liability? Don’t 
take chances with fittings rusting in the bins or on 
the job. Specify U-Cote, the exclusive coating from 
Union Malleable. 

U-Cote resists rust ten times longer: Proven by 
tough independent laboratory tests. U-Cote has proven 
that it won’t crack or flake under wrench jaws. 

Build customer satisfaction, save inventory loss; 
fittings stay new looking and last longer. You buy and 
sell a superior product—at no extra cost. 

U-Cote black fittings give lasting protection from 
rust, fumes, acids, electrolysis. Specifiy U-Brand black 
fittings, with U-Cote, on your next order. 


A descriptive brochure on the many features of 
U-Cote is available on request. 


THE UNION MALLEABLE 


MANUFACTURING COMPANY 
ASHLAND, OHIO 


Galvanized and Black U-Cote Malleable Iron 
Pipe Fittings—Unions—Plugs and Bushinjys—Cast Iron Drainage and Screwed Fittings— 
Steel Nipples and Couplings—Metal Insert Fittings for Plastic Pipe 
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BALANCED CONSTRUCTION! 


Each strand in any Samson-made cord has the 
same number of threads of the same size, high-quality 
yarn as any other strand in that cord. Result? Ai/ 
Samson cords are longer-lasting 
and more durable. 


MODERN, 
EYE-CATCHING PACKAGING! 


To help you at the point of sale, here is famous AETNA® 
All-Purpose Cord by Samson with a new look. 
Samson's new packaging in polyethylene bags gives 
maximum product display! Cords stay clean, 
on the counter! Results ? — 
more impulse sales for you! 


FAR-REACHING 
CONSUMER ADVERTISING! 


Hard-hitting sales messages to the 11,000,000 4 
readers of GOOD HOUSEKEEPING tell the SAMSON story in full-page, 
color advertising! Only Samson is doing this to help you! 
GOOD HOUSEKEEPING SEAL OF APPROVAL! 
All our cords are tested and approved 
by GOOD HOUSEKEEPING and carry the 

Seal of Approval — important guide <Saae Ont one 
to better buying for your > Guaranteed by * 
customers! Good Housekeeping 
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POINT-OF-PURCHASE 
MERCHANDISING! 


America’s best — and most popular — SPOT-CORD ® 
is “bagged and tagged!" Tag tells how to 
replace sash cord and why SPOT CORD is your 
customers’ best buy! Another 
exclusive selling service for you 
from SAMSON! 


NEW 
PRODUCT DEVELOPMENT 


To reach ever-changing markets, SAMSON leads with 
new products. New TILLER ROPE — new 
WATER SKI ROPE — each a possible 
source of new sales for you. 


Yer / you can be 
is 


eure it will pay yOu tO 


cpecity any 


CORDAGE WORKS 
Boston 10. Mass. 








AETNA SACHEM crocus BEAVER TITE-ROP HORIZON 
Sash cord Sash cord Clothes line Clothes line Plastic clothes line Plastic clothes line 





Yes, I'm a Jalware Dealer because 


“top quality ware is 
easy to sell” 


You get fast turnover with Jalware, the complete 
line with extra eye appeal. Every item is priced to 
sell, built to last longer. Completeness of the J&L 
line simplifies inventory, ordering and stocking. 
Over 260 leading jobbers across the country pro- 
vide fast, dependable delivery. For extra profit, 
order Jalware today from your local jobber. Or 
write direct to Jones & Laughlin Steel Corporation, 
405 Lexington Avenue, New York 17, New York. 


VISIT J&Us GALVANIZED 
WARE EXHIBIT 


BOOTHS 255-257 
National Housewares Manufacturers’ Exhibit 


— 


\ Auditorium, Atlantic City, New Jersey 


JULY 7-11 





“THE SUBURBAN” 
GARBAGE CAN 


The cans are built to 
hold up under rugged 
treatment . . . look good 
for years. New cover 
design wards off heavy 
blows, has streamlined, 
Clean appearance. 
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INDUSTRY NEWS 


Alabama Firm Changes 
Ownership and Name 


W. H. Branp, who has been as- 
sociated with the wholesale busi- 
ness for the past 30 years, is the 
new owner and president of Arnold 
Hardware and Supply Co., Inc., 
Sylacauga, Ala. One of Sylacauga’s 
largest business firms, the company 
was formerly Arnold Supply Store, 
Inc. It was founded in 1939 by 
Clyde Arnold who will continue to 
act in an advisory capacity. 


W. H. Brand 


Brand, formerly of Birmingham, 
was an officer of Hinkle Supply Co. 
before assuming the presidency of 
the Sylacauga company. 

Harry Taylor is manager and 
buyer of the firm’s hardware de- 
partment, and Paul Sarvis, Jr., is 
manager and buyer of the building 
supplies and plumbing department. 


. 


AFTM Expects Large Buyer 
Attendance at July Show 


THE ASSOCIATED Fishing Tackle 
Manufacturers report that pre- 
registrations indicate that buyers 
from every section of the United 
States and Canada will attend the 
AFTM Fishing Tackle Trade Show 
at Chicago’s Hote] Sherman, July 
27-30. 

As of recent date 110 member 
companies had been assigned 156 
booths in the show with several 
others having made verbal com- 
mitments for space. 100,000 color- 
ful letterhead stickers have been 
distributed to exhibitors and the 
exhibitors are writing personal 





letters of invitation to their cus- 
tomers to see their 1959 lines and 
meet their executive personnel. 


. 


Lufkin Promotion Manager 
Killed in Plane Crash 


ROBERT M. Benjamin, promotion 
manager of The Lufkin Rule Co., 
was killed in a plane crash in 
Saginaw, Mich., April 6. He was 
returning from a business trip to 
Washington, D. C 

Mr. Benjamin had been with the 
Lufkin company since 1917 and 
had been promotion manager since 


1947. 
* 


Gans to Head Reynolds’ 
Virginia Operation 


WALTER J. GANS, JR., has been 
appointed manager of the Rich- 
mond, Virginia, warehouse opera- 
tion for Reynolds Aluminum Sup- 
ply Co., distributors of industrial 
metals and building materials, ac- 
cording to a recent announcement 
by Company President Paul H. 
Fox. 

A native of Richmond, Gans 
joined the Reynolds Aluminum 
Supply Co. General Office organi- 
zation, Atlanta, Ga., in 1955 as ad- 
vertising and sales promotion man- 


National Hardware Show 
Exhibit Space 96% Sold 


NINETY-SIX percent of all avail- 
able display space at the Coliseum 
in New York hes been sold to 
America’s foremost manufacturers 
who will exhibit at the 1958 Na- 
tional Hardware Show, which will 
open this year on September 29 

Managing Director Frank M 
Yeager says this will be the ear- 
liest complete space sellout in the 
history of the exposition. 

The Nationa] Hardware Show, 
world’s largest trade show, attracts 
more than 40,000 “buyers who 
buy” to an exposition of all that is 
newest and best in hardware and 
housewares, outdoor living, lawn, 
garden and light farm equipment, 
plus thousands of related items in- 
cluding large and smal]! appliances; 
power and hand tools and accesso- 
ries; do-it-yourself equipment; 
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Walter J. Gans 


ager. Prior to this time, he was 
associated with the parent com- 
pany, Reynolds Metals Co. for sev- 
eral years in various sales and sales 
promotion capacities 

Gans, a graduate of the Univer- 
sity of Richmond and the Harvard 
Business School, will direct the 
sales and operations of Reynolds 
Aluminum Supply Co. throughout 
the state of Virginia, Washington, 
D. C. and portions of Maryland 
from the company’s branch loca- 
tion at 1910 Petersburg Pike, Rich- 
mond. 


paints and _ sundries; builders, 
plumbing, and electrical supplies; 
automotive tools and equipment, 
etc. 

More than 1,000 leading manu- 
facturers will introduce more than 
1,000 brand new products to the 
trade for the first time. More than 
100,000 items will be displayed 
and demonstrated. More than 
$5,000,000 in sample merchandise 
will be available in open booths 
for buyers to see, feel, and com- 
pare 

Buyers are encouraged to reg- 
ister now so that admission badges 
may be mailed to them and best 
hotel accommodations reserved for 
them well in advance. Complete 
show information for exhibitors, 
including floor plans, also remains 
available at the executive offices 
of the National Hardware Show, 
Suite 1103, 331 Madison Ave., 
New York, N. Y 
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INDUSTRY NEWS 


Dianol Division Adds 
New Representatives 


DIANOL Division, Mills-Pearson 
Corp., St. Petersburg, Fla., an- 
nounces the appointment of the fol- 
lowing manufacturers’ representa- 
tives: Carter Hough, Jr., & Asso- 
ciates, to cover Florida, Georgia, 
Tennessee, and Alabama; Ed Sch- 
nadig, Arizona, New Mexico, and 
El Paso, Texas; and J. B. Mitchell, 
South Texas. 

The Dianol Division manufac- 
tures insecticidal compounds in- 
cluding an insect killing additive 
for paints and an anti-fouling addi- 
tive for boat bottom paints. 


2 


Kramer New Sales Head 
of John H. Graham & Co. 


ROBERT P. KRAMER recently was 
appointed sales manager of John 
H. Graham & Co., Inc., New York, 
N. Y. He succeeds C. G. Lohr who 
has retired after 36 years of serv- 
ice. 


Robert P. Kramer 


The new sales manager joined 
the company in 1952 as advertis- 
ing manager. 


= 


Schoellkopf Names Foster 
to Represent Jumbo Line 


LUM L. FOSTER, head of the firm 
of manufacturers’ representatives 
known as Lum L. Foster Sales, has 
been appointed representative for 
Jumbo gun cases, manufactured by 
the Schoellkopf Co., Dallas, Texas. 


18 





Lum L. Foster 


The appointment was announced 
by George H. Norsworthy, presi- 
dent of Schoellkopf. Norsworthy 
stated that Foster will represent 
the entire Jumbo line in north 
Texas and in Oklahoma. 


7 


Mulliken Appointed 
Dazey Sales Manager 


CHARLES B. MULLIKEN recently 
was named sales manager of the 
Dazey Corp., St. Louis, Mo., ac- 
cording to William C. Ellis, adver- 
tising Manager 

Prior to his appointment, Mulli- 
ken traveled southern Iowa, Mis- 
souri, and western Illinois, where- 
in he represented Dazey and Uni- 
versal products. He previously had 
been housewares buyer for 
Scruggs - Vandervoort - Barney in 
St. Louis, as well as the Emporium 
in St. Paul. 


Charles B. Mulliken 


(Continued from page 17) 


Reynolds Aluminum Names 
Merchandise Manager 


J. E. Petris has been appointed 
merchandise manager of Reynolds 
Aluminum Supply Co.’s Warehouse 
Division, according to an an- 
nouncement by Company Presi- 
dent Paul H. Fox. 


J. E. Petris 


Petris, until recently sales man- 
ager of the Atlanta Branch, has 
been associated with Reynolds for 
20 years. Prior to moving to At- 
lanta in 1953, he was located with 
the company in his native city of 
Savannah. 


° 


Ralph Beinecke Co. Named 
to Handle Puritan Line 


THE RALPH BEINECKE Co. has 
been appointed Southeastern rep- 
resentatives for Puritan Fireplace 
Furnishings, Inc., a division of 
Wallace Silversmiths, Inc. Puritan 
fireplace furnishings were made 
formerly by American Windshield 
and Specialty Co., Milford, Conn., 
recently taken over by Wallace 
Silversmiths. 

The associates of the Ralph Bei- 
necke Co., with headquarters in 
the Howell House, Atlanta, Ga., 
are Bernard Dixon, Charlotte, N. 
C.; Earl Kalil, Miami, Fla.; and 
Robert H. Steele, Birmingham, Ala. 
Other lines represented by Ralph 
Beinecke Co. are Big Boy Manu- 
facturing Co., The Borg Erickson 
Corp.; Quaker Stretcher Co.; 
Pearl-Wick Corp.; Swing-A-Way 
Manufacturing Co., and Waring 
Products Corp. 
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“We selected 


the Hayes principle 


Channing Jones, dr. 


to help our dealers sell more 





ORTHO) Garden Chemicals’ 
2 urs . 


April 3, 1958 








Dear Stan: 

company to realize that garden 
curately, mixed thoroughly 

or which they are designed. 


As you know, we were the first chemical 
spray materials must be proportioned ac 
and applied efficiently to do the job f 


We searched the country from coast to coast, testing many makes of 
garden sprayers for foliage and lawn use that would meet our high 
standards of quality and performance. Half way measures in quality of 
application and economy could not be considered. In addition, we 
demanded a sprayer that would make it easy for the home gardener to 
spray frequently enough during the season to maintain a pest-free 
garden and lawn. 


Finally, we selected the Hayes principle under the Ortho label to help 
our dealers sell more Ortho garden chemicals. 


It seems that our decision was a wise one because our sales of sprayers 
are now in the high six figure category per year and growing rapidly. 
Even more important to us is the fact that our sales of garden chemicals 
have increased even more sharply percentage-wise. Proving again to 

us that — just like the safety razor business where the big profit comes 
from the sales of blades — the important profit pattern both to our- 
selves and dealers comes from the repeat sales of garden and lawn 
chemicals to satisfied users. 


While we must give a good share of the credit for our growth to our 
well-rounded marketing program, we attribute more than a small part of 
our over-all success to Ortho sprayers, employing the Hayes principle 
that assures proper application. 


Kindest regards, 


Channing Jones, Jr., Manager 
Merchandising Sales, Marketing Division 
California Spray Chemical Corporation 


It is confidence such as this expressed by ORTHO that has made Hayes 
the world’s largest manufacturer of garden hose sprayers. 


HAVES SPRAY GUN COMPANY: PASADENA, CALIFORNIA SF ence 1934 


re 
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Here’s a man’s 
hack saw blade 


e rugged 
e dependable 


e smooth 
cutting 


e stays sharp 
Plus! 


Each Blade 
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Fach Blade 
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rust resistant 
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Give the man a blade 
made to do a man's work 
Ask your jobber for Griffin 


Hack Saw Blades, Coping Saw 
Blades and Scroll Saw Blades. 





For further information use Handy Return Card, Page 69 





INDUSTRY NEWS 


Reynolds Names O'Brien 
Advertising Manager 


E. W. O'BRIEN, JR. has been ap- 
pointed advertising manager of 
Reynolds Aluminum Supply Co., 
according to an announcement by 
Company President Paul H. Fox. 
He will assume the responsibility 
of coordinating all company adver- 
tising activities, both for its exten- 
sive warehousing system and for 
Southern States Containers, its 
Birmingham based drum division. 


E. W. O'Brien, Jr. 


O’Brien, a graduate of Ogle- 
thorpe University, was for two 
years prior to his appointment as- 
sistant to former advertising man- 
ager, Walter J. Gans, Jr., who has 
been appointed manager of the 
company’s Richmond, Virginia 
branch. 


* 


NHMA Begins Five-Day 
Exhibit January 12 


THE CuHIcaco 1959 NHMA Na- 
tional Housewares Exhibit will 
open Monday, January 12, and 
close Friday, January 16. 

The change to a five-day NHMA 
Winter Exhibit after 20 years as a 
Thursday-through-Thursday show, 
was announced recently by Dolph 
Zapfel, secretary of the National 
Housewares Manufacturers Asso- 
ciation, after approval by the 
board of directors. 

Credit for making possible the 
long desired change was given by 
Zapfel to the cooperation of Chi- 
cago hotels and the city’s Conven- 
tion Bureau. 





The annual NHMA winter house- 
wares show dinner will be held 
Wednesday, January 14, 1959. 

To facilitate housing reserva- 
tions for the January show, NHMA 
will distribute to all exhibitors and 
almost 11,000 buyers, merchandise 
managers, and other top buying 
personnel throughout the country 
housing application forms 


> 


Tom Ferniey Named NWHA 
Managing Director 


THOMAS A. Fernley, Jr., has been 
appointed managing director of the 
National Wholesale Hardware As- 
sociation. He succeeds George A 
Fernley, who, having served the 
association in an official capacity 
since 1912, recently expressed a 
desire to be relieved of his official 
duties. 

Tom Fernley has been an official 
of the association since 1940 and 
in recent years served as executive 
secretary. 

In another appointment, R. Bruce 
Wall was named secretary of the 
association. 


+ 


Moore Assumes Executive 
Post with Styie-Crafters 


G. D. SHOREY, JR., president and 
general sales manager of Style- 
Crafters, Inc., Greenville, S. C., 
recently announced the appoint- 
ment of Dale Moore as vice-presi- 
dent and sales promotion manager. 

Moore formerly was vice-presi- 
dent and sales manager for Kim- 
ball Manufacturing Corp., San Ra- 
fael, Calif. 


Dale Moore 
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McCormack to Represent 
Triplex Screw Co. 

ROBERT J. McCormack, a manu- 
facturers’ representative headquar- 
tering in Atlanta, Ga., has been 
appointed sales representative for 


\ 


“oa L. 


McCormack 


Triplex Screw Co., Cleveland, 
Ohio, in the states of North and 
South Carolina and Virginia. 

The announcement was made by 
Theodore S. Gulyas, general sales 
manager for the company. 


+ 


Jarvis Elected President 
of West Coast Sales 


West Coast Sales & Service Co., 
Tulare, Calif., manufacturers of 
Morrill hay rakes and other farm 
implements, announces the ap- 
pointment of H. W. Jarvis to the 
office of president 

Jarvis has been vice-president 


and general sales manager for the 


West Coast firm since 1954 and has 
been associated with the company 
for 12 years, 


H. W. Jarvis 
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.. take an inside look 
at our rebuilding sonviee 


“To assure you that your reel will be returned in 

first class shape, we not only replace defective parts if any, 
in accordance with our guarantee, but we disassemble, 
check, replace worn parts, adjust, and COMPLETELY 
REBUILD according to factory specifications. 

To cover this REBUILDING service, handling, and 
return postage, there is a $2.00 charge. Simply 

tear off the flap of this envelope, insert your $2.00, seal, 
and drop in a mailbox — no postage necessary. 

Your reel will be returned immediately.” 

As Reprinted From Our Reel Service Acknowledgment Letter 


DISASSEMBLE 
REEL 


REPLACE 
ANY WORN 
PARTS 


EASSEMBLE, 
TEST AND 
REPACK 


UBRICATI 
ALL MOVIN« 
PARTS 


CLEAN 
AND INSPECT 


Every Johnson Reel 
carries a Full Year 
Guarantee On All parts 
and workmanship, 
many reels are now out 
of the guarantee 
period. By now, 
through hard fishing, 
neglect and abuse 
there are some reels 
needing repair. Create 
goodwill by sending 
these reels in for 
service 


Your customer will appreciate this service — will buy more Johnson 
Reels for he knows Quality and Service go hand in hand. 


THE DENISON-JOHNSON CORPORATION 
MANKATO 908, MINNESOTA 


For more information use Handy Return Card, Page 69 











Dixisteel Coiled Baling 
Wire is now available 
for these automatic 
balers: 


@ John Deere 

@ Oliver 

e New Idea 

@ International Harvester 
@ Minneapolis Moline 

@ New Holland 








i. 


Reap a harvest of profits with 





Cattle raising continues to increase in Dixie. This calls 
for more hay and forage. The result is greater demand 


for bale ties and baling wire for automatic balers. 


Be ready when harvest time comes. Have plenty of 
DIXISTEEL Bale Ties and Coiled Baling Wire in stock. 


Order now from your hardware wholesaler or jobber. 


ATLANTIC STEEL COMPANY «+ ATLANTA, GEORGIA 


For further information use Handy Return Card, Page 69 SOUTHERN HARDWARE for June, 1958 





Southern 


HARDWARE 


JUNE 1958 


Charies H. Church & Sons sells garden 

tools the year ‘round. A prominent sign 

invites use of layaway on items on peg- 
board display 








By Richard Lane 





Displays with a Sales Appeal 


GS Auts FIGURES prove extra effort Here's a round-up on how aggressive Memphis 
spent in the arranging and ° . 
frequent changing of window and dealers are making use of display opportu- 
floor displays pays off in increased nities to increase store traffic and sales 
store traffic. 
Several promotion-minded Mem- 
phis, Tenn., hardware dealers are 
keeping traffic high and boosting 
sales of standby items without in- volume on grass seed and weed 6,000 customers on his books and 
creasing their advertising budgets killer most are home-owners. He rea- 
a nickel. They are doing it by The display is up front where soned that lawn supplies could be 
making better use of display op- every customer sees it a profitable new line if properly 
portunities. Higginbotham serves a large displayed and promoted 
Carl Higginbotham, owner of suburban area. He has 5,000 to Higginbotham maintains a “new 
General Hardware & Supply Co., 
4447 Summer Avenue, has never 
been afraid to adopt or adapt new 
ideas for promotions. And he 
passes along as many ideas as he 
receives during visits to other 
stores as president of the Tennes- 
see Retail Hardware Association 
This spring, for example, he 
took on the full line of a, national- 
ly-known brand of grass seed, 
weed killer and lawn fertilizer 
Higginbotham arranged a mass 
display in the center of his store 
one of Memphis’ most modern 
and stimulated sale of edgers, 
shears, sprinklers, hose and other 
lawn items while enjoying a good 


Stewart Bros. changes its window dis- 

plays on an average of once every 10 

days. Company usually has at least one 

display of kitchen utensils or house- 

wares. This window is devoted mostly 
to broilers 
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look” in his store with frequent 
changes and improvements. Last 
year he completed 23 new display 
tables for a more streamlined look 
and better display opportunities. 
The store also makes wide use of 
peg boards for wall displays. 

Also not afraid to try something 
new is Howard Morris of Howard 
Morris Co., 3523 Walker Avenue, 
a close friend of Higginbotham’s. 
Early this year, Morris invested 
$3,000 in a device that auto- 
matically and electronically pro- 
duces exact paint color matching 
and provides a choice of 1,376 dif- 
ferent colors. 

Morris, who has always re- 
garded paint as a major line, put 
the Colorobot, as it is called, up 
front where it could be seen by 
sidewalk traffic, arranged a three- 
day celebration to help kick off the 
spring paint-up campaign and dis- 
tributed $300 in merchandise as 
prizes. The Colorobot was _ in- 
stalled in January. Paint sales for 
the first three months were up 25 
percent for the period. And, also 
important, the Colorobot enabled 
Morris to cut his paint inventory 
by one-third since now he doesn’t 
have to stock as many colors as 
formerly. The Colorobot is for both 
interior and exterior paints. 

“Tt’s the hottest thing in town,” 
Morris reports happily. 


Carl Higginbotham, left, of General 
Hardware & Supply Co., describes the 
advantages of a new weed killer to a 
customer attracted by the Memphis 
store's prominent display of grass seed, 
fertilizer, other lawn items 


of 


ill 


When Morris, a former whole- 
sale hardware salesman for 13 
years, sees something he believes 
will interest customers and in- 
crease store traffic, he doesn’t 
wait. 

Interior displays using peg 
boards have proved quite effec- 
tive at the store of Chas. H. 
Church & Sons, McLemore and 
South Third. 

“Peg boards are easy to put up 
and easy to keep clean, and they 
permit more flexibility in arrang- 
ing displays,’ Charles H. Church 
explains. “They are great for 
stimulating impulse buying since 
it’s nigh impossible for a customer 
to enter the store without seeing a 
peg board wall display.” 

Chas. H. Church & Sons uses peg 


Howard Morris of Howard Morris Co. 

has increased paint sales substantially 

by using his new Colorobot paint mixer. 

Here he demonstrates the equipment 
for a customer 


boards for hand tools, housewares 
and garden tools. It maintains a 
large garden tool display through 
the winter months, with a lay- 
away sign prominently posted. 
This has enabled the store to sell 
garden tools when other stores 
considered them dormant. 

Best Hardware & Appliance 
Co., a large, modern glass-fronted 
store at 3455 Summer Avenue, 
uses its eye-catching window for 
mass displays. The store serves a 
big suburban area with many 
home-owners. It stays open night- 
ly until 9 the year ‘round. The late 
closing hour makes it possible for 
the working man to shop after 
supper. This has influenced sale of 
garden tools, power mowers and 
appliances. 

“Mass displays of power mow- 
ers are particularly effective early 
in the season,” Warner E. Waide, 
vice-president and general man- 
ager, observes. “We keep a mini- 
mum of 20 mowers on the side- 
walk in front of the store to catch 
the eyes of heavy street traffic. A 
window display includes hand 
mowers, power mowers and re- 
lated items such as wheelbarrows, 
lawn edgers, garden hose, shears, 
hedge trimmers, garden seeds and 
tools. 

“We start our display in March 
before the grass actually starts. We 

(Continued on page 45) 
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Best Hardware & Appliance Co., right, 

uses its all-glass front effectively for 

a spring display of power mowers, 

garden tools and lawn accessories. Be- 

low: Stewart Bros. starts early with its 

garden and lawn displays. It greeted 
the Spring with this one 





Andirons, screens and other 
fireplace fixtures are sold 
throughout the year at 
Stewart Bros. Hardware, 
above right. The store has 
found new homes are good 
prospects even in summer 
months. Right: this store, 
at a heavily travelled in- 
tersection, uses mass dis- 
plays effectively. Here is 
a window devoted to 
waxes, cleaners and floor 
polishers 
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Selling the Little Leaguers 


~«- @ $5,000 annual business 


Baseball is in the air at this store 
which during the season devotes win- 
dow displays to equipment for baseball 
league members from Little Leaguers to 
semi-pros. It is headquarters for all. 


By Margot Mejia 


T° THE BREAKFAST cereal indus- 
try, the plan of “selling the 
kids” to enjoy big profits is now 
ancient history. But kids are im- 
portant to any business and Pasa- 
dena Hardware in the Texas town 
of the same name swears by the 
formula that where kids go, par- 
ents are sure to follow. 

Boys, from pint-size to lanky 
teenagers, are preferred customers 
of the store. What brings them in 
to the delightful tune of $5,000 a 
year? Baseball equipment for 
Little Leaguers and on up through 
semi-pro leagues. 

Some six years ago, Pasadena 
Hardware expanded its store to in- 
clude sporting goods, always a big 
seller in this Gulf Coast area. In 
addition to stocking fishing, hunt- 
ing, camping, and sports equip- 
ment, Owner E. S. Loomis, Jr. be- 
gan eyeing the thriving softball 
league activity in the small town. 
The teams, he learned, were pres- 
ently turning to nearby Houston 
for all their equipment. But Pasa- 
dena, like most small towns, likes 
to patronize its local merchants 


26 


whenever possible. Then he found 
that, while team members were 
provided with uniforms, each had 
to buy his own cap, shoes, and 
glove. Even if he couldn’t make 
the total plunge into uniforms—a 
mighty expensive plunge—Loomis 
decided he could still stock the 
items which must be purchased in- 
dividually by the boys. 

The baseball equipment snow- 
balled as boys brought in more 
boys, who also brought their folks. 
As the leagues flourished to the 
present number of 32 teams, Pasa- 
dena Hardware jumped in all the 
way with league equipment of ev- 
ery description. 

Not only does the store supply 
most of the equipment in the 
town, its leaguers and their par- 
ents come from neighboring towns 
in a 25-mile radius. The store 
makes its annual bid on the equip- 

(Continued on page 46) 





Complete stock of balls, bats, uniforms, 
shoes, gloves and trophies captures the 
attention of baseball enthusiasts such 
as the youngster shown here examining 
a bat. Promotion begins early in March 





An interested teenage salesman is the store's perfect salesman for this line of 
merchandise. Young customers tend to bring in their parents with the result that 
additional sales——-many from impulse buying—are made 
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With self-service, store is 


Shooting for $350,000 Volume 


ARROLL SMITH Hardware of 
Friendly Stores, Inc., Winter 
Haven, Florida, is shooting for a 
$350,000 volume in its sparkling 
Qwik-Serv Store located at North- 


gate Shopping Center. 

This will be double the volume 
experienced by Smith’s old 3,000 
square foot location in downtown 
Winter Haven with only a 50% 

increase in inven- 
tory. The Winter Ha- 
ven store was opened 
February 26, 1957 
Another store in 
Lakeland, opened 
November 19, 1957, 


Carroll Smith here puts wire roll on storage hooks in 


“perimeter warehouse.” Pegboard wall 


separating 


warehouse from store is located behind him. Note wide 
aisles and check out counters in the picture at right 


Neon signs on Modern store 
front emphasize Qwik - Serv 
motto, help create hardware 
supermarket idea. Note dis- 
play of thermos jugs end wa- 
ter coolers at front of store 


By C. L. Lorentzson 


is patterned after the Northgate 
store and is expected to exceed 
eventually the volume predicted 
for the Winter Haven store 

There are 10,000 square feet in 
the store, and it is serviced by 
four experienced sales people, yet 
depends principally upon self- 
service displays, well-marked de- 
partments, brilliant lighting, and 
self-marked merchandise for its 
increased volume at reduced costs 








These two stores, formerly 
known as the Qwik-Serv Stores, 
are now operating under the 
Friendly Stores, Inc., label as a re- 
sult of a merger with the Marshall 
Wells Co., of Duluth, Minn. A joint 
statement of the transaction was 
as follows: 

“The Marshall Wells Company 
of Duluth, Minnesota, announced 
the opening of a new hardware 
store in the Southgate Shopping 
Center at Lakeland, Fla., on No- 
vember 19, 1957. The firm recently 
acquired ownership in Carroll 
Smith Hardware of Winter Ha- 
ven, Fla., and according to a joint 
statement of G. B. Mead of Mar- 
shall Wells Company and Carroll 
Smith, the new outlets will be 
known as Friendly Stores, Inc., 
and will operate under the direc- 
tion of Mr. Smith who will remain 
with the new firm as President...” 

Many time-consuming practices, 
normally encountered in most 
hardware stores, have been elimi- 
nated in these new stores. For ex- 
ample, the usual time lag required 
to bring an item from a distant 
warehouse has been eliminated by 
“perimeter warehousing.” Along 
the left side of the store, 1400 
square feet of shelving is concealed 
by a solid peg board wall, reach- 
ing from ceiling to floor. Upon 
these shelves all surplus items are 
stored and are immediately avail- 
able from the selling floor. 

In addition to the regular shelv- 
ing, 420 feet of under-shelf space 
is provided for storing heavy bulky 
items, and a line of 18” shelving 
was erected for light, bulky items. 

“We pre-thought the storage and 
sale of all of our most profitable 
items,” Smith explained. ““We have 
a place for everything and keep 
each item where it’s supposed 
to be. 

“At the rear of the store, we use 
the underside of our storage bal- 
cony for tall items, ladders, and 
other items like this. We try to 
keep everything off the floor, out 
from under our feet. 

“Bulky, hard - to - handle items 
such as water kegs, coolers, gal- 
vanized wire surplus or steel 
goods, are hoisted to our storage 
balcony with an electric winch.” 

A small section of the balcony 
holds rope of various sizes, laid 
side-by-side. Each size is run up 
to pulleys, hanging from overhead 
steel joists, and then led down to 
floor level. There, the rope may be 
run out through the back door and 
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Rope stored on balcony adjacent to 
office is run from overhead joists and 
then down to floor level 


onto the 175’ concrete apron in the 
rear of the store. Footage marks 
are printed on the concrete for 
quick measure of long footage. 

“This store is a great departure 
from normal hardware opera- 
tions,” Smith pointed out. “For 
example, it caters to the customer- 
approved self-service idea, and for 
once, adequate space and appro- 
priate fixtures for large items or 
for small, bulky items, are there. 

“Items similar in nature or re- 
lated are grouped side-by-side, 
i.e., chain, links, chain repair kits 
—everything to make up a log- 
chain—are in one area. A customer 
need not take more than a step or 
two to find what he wants in any 
one section. To direct him to the 
proper location, 50 ‘stations’ are 
identified by overhead markers, 
set at an angle to be visible from 
the front or rear of the store. 

“Personnel problems are, also, 
different under our system,” Smith 
continued. “We are fortunate to 
have one of the most experienced 
hardware sales teams in this area. 
This is fortunate, because with a 
self-service operation, a greater 
sales production per employee is 
required than from the conven- 
tional hardware operation. 

“It is our idea to pay better, 
above - the - average salaries for 
good sales people. In return, they 
stretch their tested abilities to give 
maximum performance.” 

A 25’ x 20’ area under the stor- 
age balcony is leased to a service 
man who handles all television, ra- 
dio, and appliance repair work. He 
charges a flat fee for this work. 

At the rear entrance to the store, 
approximately 500 square feet of 

(Continued on page 47) 








This is how rope displays appecr at 
floor level. Note clear prices, yardstick 
for measuring short pieces 


Here, merchandise is grouped in im- 
portant sizes and prices for the con- 
venience of customers 


Neatly displayed on pegboard, each item is priced, and sections clearly marked. 
Items in the paint department normally requiring service are collected here; the 
balance of the items are on self-service basis 
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Checked Your Credit Rating 


fears the next few months 
millions of businessmen, 
caught short by the tightening 
profit margin squeeze, are going to 
sit down with their bankers to dis- 
cuss the possibility of a short-term 
loan. Many of these requests for 
emergency operating capital will 
be turned down. 

Is there anything you can do to 
improve your credit standing at a 
time when all lenders will be tak- 
ing a sharp look at loan applica- 
tions? Is there any way you can be 
sure of needed financing when 
bankers are refusing other busi- 
nessmen? 

Yes, there is. And the first step 
is to understand how your banker 
goes about sizing you up as a credit 
risk. 

Like many other businessmen, 
you may know your banker per- 
sonally. He may hold a mortgage 
on your home or have lent you 
money to buy the family car. Even 
so, you may not know how he 
judges you financially when you 
need extra cash in your business. 

When you are trying to decide 
whether you should request a loan, 
remember that banks are in busi- 
ness to lend money. They want to 
give you credit — providing there 
is a reasonable assurance that the 
loan will be repaid. But bankers 
do not take heavy risks. They must 
protect the depositors who have 
entrusted them with the money 
you want to borrow. 

A business loan is made in the 
belief that it will help the bor- 
rower increase the earnings of his 
business so the loan can be repaid. 
The banker, therefore, is inter- 
ested in your sales and seeing how 
the credit he extends will help to 
boost them. If the loan is sizable, 
your banker will probably require 
a great deal of information: per- 
sonal references, balance sheets, 
income statements and _ historical 
details of your business organiza- 
tion. 

This information will be sifted 
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and studied to see how you stack 
up against five different tests — 
the so-called Five C’s. First of all, 
your banker will want to know 
about your character and capacity. 
Are you a dependable businessman 
and reputable citizen in the com- 
munity? Too, he will check the in- 
formation supplied by your refer- 
ences and your record of repay- 
ment of previous loans. And you 
can be sure that your capacity for 
achievement as a businessman will 
be carefully evaluated. If you 


repay that which you borrow. 

Conditions refer to the influence 
of business trends in general and 
the tightness or easiness of credit. 
Of course, your banker will know 
a great deal about the economic 
climate of your community and 
will be interested in your prospects 
in relations to it. 

Supplying the basic information 
about your business history should 
not be difficult. In small towns 
bankers sometimes know local 
businessmen so well they can fix 








Call it what you will — rolling adjustment or recession — 
the nation's economy has hit a snag. Costs are up; sales 
are down; and the business failure rate is rising. Bankers 
are giving loan applications a thorough screening. In this 
article the American Institute of Certified Public Account- 
ants tells how you can improve your credit standing; how 
you can be assured of bank financing when the need arises 





don’t pass these personal tests, the 
other three C’s make little differ- 
ence. 

Capital comes next. Inexperi- 
enced businessmen often expect 
the bank to provide the lion’s share 
of their financial backing. You 
probably will not get very far with 
your loan application unless you 
are willing to back your own con- 
fidence with a personal investment 
in reasonable proportion to your 
existing and proposed debt. 

Collateral, bankers say, does not 
make a bad loan good, but it may 
make a good loan better. Banks do 
not like to foreclose; they are less 
interested in the price your inven- 
tory, real estate or other assets 
might bring in a forced sale than 
they are in your normal ability to 


their credit limits without seeing 
a loan application. But the larger 
the town or bigger the loan, the 
more details you will be expected 
to give, and this is where the bank- 
er may require complete, accurate 
and dependable financial state- 
ments. 

On a new loan you may be asked 
for statements covering past years 
as well as the current period, While 
most businessmen can provide a 
balance sheet of some sort, they 
are likely to have trouble when 
asked to supply income—or as 
they are sometimes called, profit 
and loss—statements. The bal- 
ance sheet tells your banker ap- 
proximately what your business is 
worth, your working capital posi- 
tion and so forth. Your income 
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Lately? 


statement adds information about 
your sales, margin of profit, earn- 
ings and trend of your financial 
activities. 

It goes without saying that pro- 
viding authoritative financial 
statements and answering ques- 
tions about them can prove diffi- 
cult without professional account- 
ing advice. Bankers are not im- 
pressed when businessmen give 
them information in round num- 
bers or from memory. They want 
financial data in writing and in 
language they can understand — 
which means in accordance with 
accounting principles that other 
businessmen use and endorse. 


Refer Bank to CPA 


That’s where a certified public 
accountant comes in, and as one 
banker puts it: “A borrower can 
save a lot of time and get off on 
the right foot with us if he can 
refer us to his CPA.” 

Bankers know that certified pub- 
lic accountants are professionally 
bound to high standards of con- 
duct and competence. For example, 
under a recent addition to the pro- 
fessional accountant’s code of eth- 
ics, a banker is assured that state- 
ments signed by a CPA will con- 
tain either an unqualified or quali- 
fied opinion or will disclaim an 
opinion entirely as to the fairness 
of your financial condition. There 
can be no burying of facts, because 
if a CPA withholds his opinion, he 
must explain why he has done so. 

For unsecured loans of $10,000 
or more the tendency in banking 
circles today is to require an audit 
by a CPA. Take your CPA with 
you when you go to the bank to 
discuss the loan. Then, if an audit 
is necessary, you, your banker and 
your CPA can agree on the infor- 
mation to be submitted. 

Beware of attempting to restrict 
the scope of an audit. The audit is 
made so that the CPA can express 
an opinion on your financial] state- 
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ments. If you limit the extent of 
his investigation, he may be forced 
to disclaim an opinion on the fair- 
ness of your statements. Bankers 
prefer to receive “clean certifi- 
cates,’ ones which the CPA has 
certified with no qualifications, In 
many cases he cannot do this un- 
less he is permitted to observe in- 
ventories and confirm accounts re- 
ceivable. 

Too, bankers know that the ma- 
jority of business failures — and 
bad loan risks — are caused by a 
failure to keep adequate financial 
records and install business-like 
accounting systems. It eases a cred- 
itor’s mind to know that a CPA 
will be advising the businessman 
on cost controls and telling him 
how to avoid unnecessary scrapes 
with the tax collector another 


factor which bears on your credit 
standing. 

When a banker analyzes your 
financial statements, he is assess- 
ing your economic health. Here are 
some of the ratios or standards 
which he uses—and which you 
can calculate yourself —to deter- 
mine your chances of getting a 
bank loan: 

Current ratio—current assets di- 
vided by current liabilities; should 
usually be at least two-to-one, but 
special circumstances are some- 
times considered. 

Quick assets to current debt— 
cash, receivables and other ready 
cash items divided by current debt; 
one-to-one is the rule-of-thumb, 
but this too is flexible. 

Debt to capital—money owed to 

(Continued on page 48) 
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Free loan of spreaders 
is stimulating sales of 


Garden Supplies 


By Beatrice Miller 


REE USE of spreaders can mean 

big profits to a hardware store 
during gardening season, in the 
opinion of Owner Louis Rosen- 
bloom of Viers Mill Hardware, 
Wheaton, Maryland. 

This service at his store regu- 
larly brings increased sales of 
grass seed and fertilizers, as well 
as insecticides and other allied 
garden items. In peak season, four 
tons of fertilizer per week have 
been sold, he claims, due, in large 
part, to free customer use of 
spreaders. : 

Investing approximately $125 in 
a dozen or so spreaders when gar- 
dening season opens, Rosenbloom 
stocks quality equipment that can 
take wear, and on which settings 
can be adjusted easily. He recom- 
mends a good record system and a 
two-hour loan-out limit on week- 


ends in order that maximum use 
may be obtained from’ each 
spreader. 

“If you are handling a manufac- 
turer’s product, geared to dry ap- 
plication, then the customer ordi- 
narily has been pre-sold on neces- 
sary settings, and the spreader will 
stay in use throughout good weath- 
er periods,” Rosenbloom said. “But 
if you handle other than this type 
product, your personnel must in- 
struct customers about necessary 
settings. Instruction in both setting 
and spreader use is very impor- 
tant.” 

Viers Mill Hardware has rules 
governing spreaders which per- 


sonnel must learn. Obedience to 
these rules, according to Rosen- 
bloom, insures customer satisfac- 
tion on loan-out of spreader. 
Rosenbloom explained: 
(Continued on page 48) 
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10/4 10:15 
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[Spreader “A" 50¢ Day 2 hr. Limit on weekends 


Address Phone 


Fee Name 


| Murray | 13001 Port |wine-seeal 








Offering the free use of spreaders to stimulate sales of all garden sup- 
plies during gardening season, Owner Louis Rosenbloom has strict rules 
governing their use. Each spreader is assigned an alphabetical letter, 
and has a corresponding index card on which is recorded such informa- 
tion as date, time-out, time-in, name, etc. He also enforces the practice 
of keeping them in good operating condition. Once a week, the stockboy 
cleans, oils, and tightens all operable parts. After being checked, 
they are stored in a small stockroom, hung from the ceiling 
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Display is valuable in 
starting the season 
successfully as well as 
through the selling pe- 
riod. Mowers and re- 
lated items appear 
along the store front, 
in one window, and at 
various points through- 
out the store 


By 
Ruel McDaniel 


Mowers Sold! 


is small-town store's notable record 


WER MOWERS are a “natural” 

to lead the parade of lawn and 
gardening equipment sales, accord- 
ing to the experience of John M. 
Machac, co-owner and manager of 
Yoakum Hardware Co., Yoakum, 
Texas. 

The company uses power mow- 
ers not only to provide the source 
of the major volume for the de- 
partment but to attract customers 
for other lawn and gardening 
equipment. Last season sales of 
power mowers totaled 47 units, 
most of them 21-inch and larger. 

“We're rather proud of the sales 
record,” Machac admits, “consid- 
ering the smallness of our commu- 
nity and the comparatively limited 
number of prospects.” 

What makes the business even 
more attractive was the compara- 
tively small promotion cost. Ini- 
tially, the management opened 
the mower and gardening equip- 
ment season with the distribution 
of 1,000 full-page dodgers. These 
went to the better homes in town 
and one was dropped into every 
automobile parked downtown the 
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day of distribution. They even 
went into non-competitive stores. 

This modest “splash” received 
supplemental support with small 
space in the local weekly paper 
and adequate floor and window 
display. 

The distributed circular featured 
power mowers, and much space 
went to a new model at an attrac- 
tive price. The advertising pro- 
duced so well that the store not 
only sold all its initial stock of the 
featured model but took orders for 
10 additional units for delivery 
from a re-order. 


Make Additional Purchases 


“Not many buyers of power 
mowers left the store without pur- 
chasing other lawn and garden 
equipment,” Machac explains. 
“That was extra business gener- 
ated by the mower promotion and 
furthered by companion display 
and suggestive selling.” 

During that event and through- 
out the selling season, the company 
displays other garden and lawn 
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items along with mowers — items 
such as water hose, sprinklers, 
small wheelbarrows' especially 
built for gardeners, hoes, and 
rakes. 

By displaying all the items in 
connection with mowers, it is easy 
for the salesman to suggest these 
related items as soon as the mower 
deal has been finished, and in the 
meantime the customer already 
has seen them and in many cases 
has made a mental note of these 
additional needs, Machac says. 

The company’s service policy 
requires that every new power 
mower be started up and run in 
the store from five to 15 minutes 
before the customer takes it. Dur- 
ing this inaugural event last sea- 
son, Machac had as many as 10 
motors running in the rear of the 
store at one time, some of them 
already purchased, others merely 
to add to the commotion and at- 
tract attention to the mower dis- 
play in the window and along the 
front of the store. 

This “breaking-in” service elim- 

(Continued on page 50) 
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Bicycles and other wheel 
goods are displayed in prom- 
inent spots throughout the 
store, and are moved about 
frequently to build and main- 
tain customer interest 


By Theron Garvin 


For extra profits, they spotlight 


XTRA profits result from prom- 

inent display of wheel goods 
throughout the store, all year, ac- 
cording to Selma Holley, co-owner 
of Holley Hardware Co., Aiken, 
South Carolina. And he speaks 
from experience. “When we decid- 
ed to display wheel goods all over 
the store,” he said, “we found the 
upswing in sales to be a substan- 
tial one.” 

To estimate the potential, Holley 
made a study of his customers’ 
needs and desires, their prefer- 
ences, and their buying habits. He 
found that fully 50 percent of his 
customers were in the market for 
wheel goods to give as Christmas 
or birthday presents, or to replace 
old ones which were worn out or 
outgrown. 

“When we say 50 percent of our 
customers were in the market to 


Wheel Goods 


buy wheel goods, we don’t mean 
they were going to buy right 
away,” Holley explained. “We 
mean they were planning to buy 
one of the items in the near future 
for a coming birthday or Christmas 
present, or to replace 
one that had been giv- 
en their children sev- 
eral years ago. Our 
survey primarily was 
to determine the num- 
ber of prospects we 
would have if we plan- 
ned a special promo- 
tion.” 

The Holley store 


finds one of the best means of sell- 
ing wheel goods is to have them 
displayed in a number of spots 
about the store. The very first 
thing a customer sees as he enters 
(Continued on page 52) 
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NH You make* 9240 profit 


for Better 
on this *9535 chain assortment 


Values 
Price also includes Chain Sales-Maker Display 
—a powerful “Silent Salesman”’ 
that does most of the work for you! 


e@ Put new life into chain sales and profits with the CHAIN 

SALES-MAKER—a compact, convenient rack display that 
practically guarantees fast turnover of your chain invest- 
ment! The SALES-MAKER allows you to display a wide 
assortment of popular chain styles and sizes in less than 
3 sq. ft. of floor space. It has powerful sales appeal—per- 
mits your customers to see and feel the chain—and buy 
it! And the SALES-MAKER is convenient—handy mounted 
cutting bar lets you snip off the desired length of chain 
on the spot! 


Your $95.35 cost brings you . . . first of all, profits! 
If sold at suggested retail prices, you make $92.40 profit 
from sale of the 7 reels of chain which come with the acco 
CHAIN SALES-MAKER. Included with the profit-packed 
combination offer shown here is our popular Assortment 
No. 38. Other assortments are available upon request. 
Refills, on reels, can be ordered from your distributor. 
Assortment No. 38 features: 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated 
75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 ft. 35 Sash Chain, Bright Zinc Plated 
200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


MORE CHAIN USES MEANS MORE CHAIN SALES 
Your do-it-yourself customers have found many new uses 
for chain and are finding more each day! So expose them 
to the ACCO CHAIN SALES-MAKER and to attractive ACCO 
boxes and pails—all plainly labeled. Order your SALEs- 
MAKER and be prepared to fill these and other do-it-your- 
self needs: 

* Garage doors Gymnasium equipment 

* Pipe hanging Furnace regulating 

* Porch swings Ornamental uses 

* Playground equipment Furniture braces 

* Lawn borders Fire escapes 








SPECIAL NOTE: 
When you order your CHAIN SALES-MAKER, don’t 
forget to get snaps, swivels, repair links and cotter 
pins .. . they’re all good profit makers that go 
with chain sales. 


co American Chain Division 


AMERICAN CHAIN & CABLE 


‘\ Bridgeport, Conn. * Factories: *Y ork and *Braddock, Pa. 





Sales Office: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
"indicates Warehouse Stocks *Portland, Ore., *San Francisco 
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CATALOGS & BULLETINS 


Plastic Pipe. Literature and com- 
plete product data on all types of 
plastic pipe manufactured by the 
company is available upon request. 
Pipe includes Polyethylene, Kralastic, 
Polyvinyl Chloride, Butyrate, and 
Chem-Weld drain pipe. Each coil of 
Southwestern Polyethylene is now 
wrapped or packaged. Southwestern 
Plastic Pipe Co., P. O. Box 117, 
Mineral Wells, Texas. 

Write in No. Al on card, Pg. 69 


Fishing Tackle. Advances in the re- 
styling of the company’s complete 
line of spinning type fishing tackle 
are illustrated in the 1958 catalog, 
now available. Color is said to be the 
keynote in the 1958 line, and full 
descriptions of items are included. 
The catalog has a four-color cover 
and the inside back cover is devoted 
to sales aids offered to dealers. The 
Airex Corp., 411 Fourth Ave., New 
York City, N. Y. 

Write in No. A2 on card, Pg. 69 


Tapes and Tape Rules. Colorful 
catalog pages cover the company’s 
complete line of hardware items 
which includes all types of steel 
measuring tapes and tape rules from 
3- to 100-feet, and augmented by 
woven tapes, plumb bobs and hand 
levels. The pages are illustrated and 
give outstanding features of each 
item, plus packaging information, 
weight, prices, etc. Keuffel & Esser 
Co., Adams and Third Sts., Hoboken, 
N. J. 

Write in No. A3 on card, Pg. 69 


Toys. A full-color catalog insert 
now available features the leading 
items in the company’s newly-styled 
line of doll carriages, strollers, and 
children’s furniture. The items are il- 
lustrated in their actual color combi- 
nations and a complete description 
including specifications and weights 
accompanies each illustration. Also 
available is the toy firm’s complete 
16-page, three-color catalog featuring 
the full line of 18 doll carriages, 10 
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strollers, seven table and chair sets, 
six rockers, and three toy chests. 
South Bend Toy Manufacturing Co., 
South Bend, Ind. 

Write in No. A4 on card, Pg. 69 


Woodenware. Woodenware items 
such as bowls, oblong trays, rolling 
pins, forks, spoons, etc., are described 
and illustrated in a catalog available 
to dealers. The cover page carries a 
listing of the special lines which in- 
clude Oblong Trays, Early American, 
Supreme Finish, Liquid Proof, Seal- 
tite, Old Colonial-Walnut Finish, Par- 
affined (Waxed) Hardwood, and 
Caesar Finish lines. A brief descrip- 
tion is given of each. J. Shepherd 
Parrish Co., 201 N. Wells St., Chica- 
go 6, Ill. 

Write in No. A5 on card, Pg. 69 


Sanding Kit. For insertion in stand- 
ard binders, a catalog sheet is offered 
which describes and illustrates the 
Model 700K complete electric pow- 
ered Sanding Kit. The sheet is in 
color and shows all the features of 
the kit, which retails for $16.95. The 
kit includes the sander and polisher, 
in a metal case; a supply of sand- 
paper; and a polishing cloth. Weller 
Electric Corp., Easton, Pa. 

Write in No. A6 on card, Pg. 69 


Gas Heaters. An 8-page full color 
catalog showing the complete line of 
Warm Morning vented gas heaters, 
as well as descriptive literature on 
the unvented models, is available. 
Special features of the heaters are 
described in detail. A 4-page color 
catalog on the company’s line of 
Warm Morning coal heaters and de- 
scriptive literature on its Warm 
Morning gas-fired incinerator are of- 
fered also. Locke Stove Co., 114 West 
llth St., Kansas City 5, Mo. 

Write in No. A7 on card, Pg. 69 


Farmers and Ranchers Handbook. 
Information essential to successful 
farm operation and items of interest 
to every member of the family are 


Available free to readers. Write in the numbers 
of items wanted on the return post card, page 69 


included in the complete 72-page 
full color catalog of USS Steel Prod- 
ucts for farm and home. Fencing, 
roofing, and siding receive special 
coverage with numerous illustrations, 
application helps, specification charts, 
and “how to” instructions. General 
information on care of animals, tips 
on electricity, fish ponds, etc., the use 
of nails; information about building 
materials; and an offer of free build- 
ing plans for various types of farm 
structures are among the topics dis- 
cussed. Tennessee Coal & Iron Divi- 
sion, Fairfield, Ala. 
Write in No. A8 on card, Pg. 69 


Screw Anchors. Separate catalog 
sheets in two colors describe and il- 
lustrate Molly Jack Nuts, Molly 
screw anchors, Molly utility plug, and 
Molly Hi-Speed Installer. Molly 
Corp., Reading, Pa. 

Write in No. AS on card, Pg. 69 


Pliers, Horseshoe Game. A descrip- 
tive catalog which includes illustra- 
tions of two long-reach pliers, the 
DB58 and NN58, may be obtained 
on request from the manufacturer. 
Other tool booklets are also available 
at no charge. The company offers 
pamphlets, free, which give instruc- 
tions, application helps, specification 
horseshoes; entitled “How to Play 
Horseshoe and How to Organize a 
Horseshoe Club.” Diamond Tool & 
Horseshoe Co., Duluth, Minn. 

Write in No. Al0 on card, Pg. 69 


Building Materials. Entitled “Reyn- 
olds Aluminum Supply Co. Fact Fold- 
ers,” the company is offering a series 
of 19 file folders designed for every 
dealer’s filing cabinet. The folders 
provide a handy reference library on 
major building material lines, such as 
aluminum roofing and siding, asphalt 
products, farm and industrial gates, 
insulation, nails, etc. To keep the 
folders current, latest product in- 
formation will be mailed by the 
company to those dealers using the 
prepared product reference library. 
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USA-MADE QUALITY WOOD SCREWS 
BY Sousheen. FOR EVERY JOB... 
in STEEL, BRASS, SILICON BRONZE, 
ALUMINUM, STAINLESS STEEL 

FLAT, ROUND or OVAL 


Stock the full line of Southern Screws and Bolts—famous 
for consistent quality and uniformity . .. National adver- 
tising in the big and important home craftsmen monthlies 
and manuals year after year, makes Southern Screws and 
Bolts the No. | fastener your customers want when 

they come into your store 


Southern’s EZ to C © label system saves you time and 
trouble, is completely foolproof—and protects Southern’s 
factory-fresh finish on every fastener! 


Stock Southern—for profit and for 
producing more store traffic that 
leads to related sales! 


SOLD THROUGH LEADING 
WHOLESALE DISTRIBUTORS 


WOOD SCREWS 
DOWEL SCREWS 
HANGER BOLTS 
DRIVE SCREWS 
SPEAKER SCREWS 


WOOD KNOB SCREWS « WAREHOUSES: 


ee er SCREW COMPANY NEW YORK 


A. B. C & F TAPPING SCREWS STATESVILLE * NORTH CAROLINA CHICAGO 


MACHINE SCREWS & NUTS DALLAS 


CARRIAGE BOLTS LOS ANGELES 
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CATALOGS & BULLETINS 


Reynolds Aluminum Supply Co., P. 
O. Box 1367, Atlanta 1, Ga. 
Write in No. All on card, Pg. 69 


Project Book. Twenty-five do-it- 
yourself wood-working projects have 
been made up in loose-leaf manual 
form with a cover and are being of- 
fered to home workshop enthusiasts. 
Each wood-working plan is blue- 
printed thoroughly on a _ self-con- 
tained sheet. Detailed instructions 
and diagrams with descriptions are 
included. Selection of tools and lum- 
ber is covered in the booklet with 
the company emphasizing the use of 
its own glue product, Rogers Glue. 
Rogers Isinglass & Glue Co., Glou- 
cester, Mass. 

Write in No. Al2 on card, Pg. 69 


Galvanized Ware. The complete 
line of hand-dipped galvanized ware 
for home, farm, industrial, and in- 
stitutional use is described in a 20- 
page bulletin entitled “Wheeling 
Hand Dipped Ware.” Capacities, di- 
mensions, and shipping weights for 
each of the items are included; items 
include pails, buckets, rubbish burn- 
ers, coal hods, etc. Wheeling Corru- 
gating Co., Wheeling, W. Va. 

Write in No. Al3 on card, Pg. 69 


Pre-Measured Chain. A _ catalog 
page, in color, is available describ- 
ing a color-coded plastic measuring 
lengthmark to provide quick iden- 
tification for Proof Coil, BBB Coil, 
and High Test Chain. The three types 
are marked every 10 feet by green 
plastic color bands on Proof Coil, red 
color bands on BBB Coil, and blue 
on High-Test Chain. A matching col- 
or-coded End Tag is attached to the 
free end of the chain in each con- 
tainer which is imprinted to show the 
size and grade of the chain. The 
End Tag is for convenient locating of 
the free end of the chain and is re- 
attachable after each use. The tag’s 
reverse side may be used for record- 
ing the balance of chain in the con- 
tainer. Hodell Chain Co., Cleveland 
3, Ohio. 

Write in No. Al4 on card, Pg. 69 


Hardware Chain. A well illustrated 
and informative folder, describing 
the complete line of ACCO chains for 
a multitude of domestic and indus- 
trial requirements is available. The 
16-page folder, DH-176-B, contains 
data on construction features, appli- 
cations, packaging, weights and other 
general information. American Chain 
Division, American Chain & Cable 
Co., Inc., York, Pa. 

Write in No. Al5 on card, Pg. 69 


Deming Sales Aids. An 8-page, 4- 
color bulletin illustrates the com- 
plete line of sales aids and materials 
available to Deming pump dealers 
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and distributors. The bulletin shows 
and describes Deming direct mail 
pieces; letterheads; mailing cards; 
broadsides; leaflets; - booklets; blot- 
ters; window cards and streamers; 
satin banners; clocks; tacker; bracket 
and road signs; identification labels; 
decalcomanias and displays. The 
company furnishes all mailing pieces 
free and pays postage on the first 200 
used by a dealer. Most other ma- 
terials are also free. Remaining pieces 
are furnished at cost. The Deming 
Co., Salem, Ohio. 
Write in No. Al6 on card, Pg. 69 


Chains. A catalog page-price list 
is available which features Blue 
Temper packaged chain and the No. 
B/T 1 Merchandiser. Blue Temper 
individual packages and the mer- 
chandiser are illustrated on the 2- 
color sheet. Selling features are given 
and suggested resale and dealer cost 
figures supplied. The reverse side of 
the oversized sheet illustrates Mea- 
sure-Mark chain in all four grades. 
Again resale and cost figures are 
supplied with specifications and uses 
for each grade. Campbell Chain Co., 
York, Pa. 

Write in No. Al7 on card, Pg. 69 


Fishing Annual. In 48 pages of col- 
or, the Garcia 1958 Fishing Tackle 
Trade Catalog contains profusely il- 
lustrated descriptions of the firm’s 
complete line of tackle and accesso- 
ries. All features and selling points of 
each product are covered. Sections 
are devoted to each category carried 
in the line, including Mitchell, Am- 
bassadeur and Abu-Matic reels, Gold 
Bond rods, Platyl and Mitchell mon- 
ofilament lines, Ambassadeur braided 
line, Abu-reflex and other lures, 
leaders, balanced kits, and accesso- 
ries. A full section is devoted to deal- 
er merchandising aids and ideas 
available from the company. The 
Garcia Corp., 268 Fourth Ave., New 
York 10, N. Y. 

Write in No. Al8 on card, Pg. 69 


Vacuum Cleaner and Floor Polish- 
ers. The Redi-Vac vacuum cleaner, 
the improved FP-33 floor condition- 
er, and the new FP-33A conditioner 
are described in a two-sided catalog 
page, #JS-53. The two-color data 
sheet fully describes and illustrates 
the polishers, and also a rug cleaning 
attachment and a floor refinishing 
kit. Features of the Redi-Vac are 
shown in a series of line drawings. 
Specifications are given and a six- 
piece accessory kit is described. Red 
Devil Tools, Union, N. J. 

Write in No. Al9 on card, Pg. 69 


Time Payment Plan. A folder is 
available to all interested dealers, de- 
scribing the complete new Foley Fu- 
turamic line of power mowers and 
the free home trial plan. The plan 


(Continued from page 36) 


allows the customer to try a Foley 
mower for 14 days with the privilege 
of return with no obligation to the 
customer. A folder also is available 
to describe its Mow Now—Pay Later 
time payment plan. The company 
points out that the plan is simple in 
operation, has no recourse, and the 
dealer receives prompt and full pay- 
ment for each time payment Foley 
mower sale he makes. Foley Manu- 
facturing Co., 3300 5th St., N. E., 
Minneapolis 18, Minn. 
Write in No. A20 on card, Pg. 69 


Water Skis. The Hydro-Flite line of 
water skis, aquaplanes, and accesso- 
ries is presented in catalog No. 13. 
The catalog is in color, with the ski- 
ing equipment pictured and fully de- 
scribed. Hedlund Manufacturing Co., 
Nokomis, Il. 

Write in No. A21 on card, Pg. €9 


Outboard Motors. Large counter 
pieces, envelope stuffers, specifica- 
tion sheets, accessory brochures, and 
price sheets describing the entire line 
of Buccaneer Outboard Motors are 
made available by the company. Gale 
Products, Dept. 517A, Galesburg, III. 

Write in No. A22 on card, Pg. 69 


Fishing Tackle. A colorful, 28-page 
trade catalog shows the company’s 
complete line of tackle, accessories, 
and gift assortments available for the 
1958 season. Featured on the front 
cover is the Master-Grip SpinCast 
Rod handle. The cover also calls at- 
tention to four spinning reels in a 
compact design; 13 new SpinCast 
Rods with two-piece tips in both hol- 
low and solid glass; and the addi- 
tion of two new SpinCast Reels, in- 
cluding the large capacity No. 88. 
Among other items highlighted in the 
new line is the Shot-Master split shot 
applicator with Redi-Shot cartridges 
available in gift style packages with 
twinrack counter displays. South 
Bend Tackle Co., Inc., 1108 South 
High St., South Bend 23, Ind. 

Write in No. A23 on card, Pg. 69 


Fishing Equipment. Weber’s 1958 
Supplement No. 33B, applying to Cat- 
alog No. 33, contains 77 new items. 
All are indexed on the cover for 
quick reference. The supplement fea- 
tures a number of new Dylite plas- 
tic fly-rod poppers and assortments. 
The Dylite spinning mouse and frog 
are two additional lures molded of 
this plastic material. Whirl-Arom is 
one of the new spinning and casting 
lures. The complete series of Weber 
plastic crawlers, worms, rigs, etc., 
are listed also. Especially featured 
are Mustad ringed hook display rack 
assortments containing plastic boxes 
of assorted or straight sizes. Many 
rack assortments display other types 
of treble and single loose hooks, snap- 

(Continued on page 40) 


SOUTHERN HARDWARE for June, 1958 





ANNOUNCING THE 
DISTINGUISHED, ALL 
REMINGTON 729 


bolt-action high-power rifle 
with custom features 
shooters have demanded! 





THEY’LL COME! 
When you display the new Rem- 
, ‘ : : ington Model 725, its magnetic ap- 
high-power rifle with a list of Sos peal will go right to work on hunters. It 
: will be the “discussion leader” in your 
store for a long time to come. 


Remington introduces a high-quality, 


important custom features that 

add up to more sales! The 

Model 725 is the kind of rifle 

that delivers its own special f eee" ons ; 
Shooters will see a rifle that’s been described 


selling impact to any as looking “like a million” — but when you 


shooter who has ever tell them this handsome firearm is priced at 


/ 
wanted more than WS ses $13,495". 


“just another gun.” 

THEY’LL BUY! 

. . . because the new Remington Model 725 
is loaded with the distinguished, hard-selling 
custom features for which thousands of 
shooters, hunters and gun experts have asked. 
Place your order for the all-new Remington 
Model 725 now—and be ready for sales! 





SPECIFICATIONS 


° 2 
Caliber: 30-06, 280 Remington, 270 Win 
Action: Bolt—bright-finished body, blued 
handle. Receiver matte-finished. ———————— — 
Match-type trigger. 


Magazine: Fixed box with hinged floor plate. 
4-shot capacity plus one in chamber. 
Stock: American walnut—forearm and pis- 


tol grip finely checkered. Black grip =.) on 

cap, black checkered butt plate emington Arms Company, Inc., Bridgeport 2, Connecticut 
Oversized thumb lever. Silent 3-posi- 
ton control. “THE OLDEST GUNMAKERS 
22-inch round tapered. 
7 Ibs. IN AMERICA PRESENT 


42% inches over all. THE NEWEST GUNS" 











*Retail price subject to change without notice 
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Swivels and divided wing, dry and 
wet flies. Gerlon imported German 
nylon spinning line and leaders are 
other new items. Weber’s free Movie- 
gram fly casting instruction folders 
in a colorful display are available to 
dealers every year. The Weber Life- 
like Fly Co., Stevens Point, Wis. 
Write in No. A24 on card, Pg. 69 


Spinning and Casting Reels. Three 
catalog sheets, in color, picturing and 
describing the 1958 line of Langley 
spinning and casting reels are avail- 
able to the trade. Newest offering is 
the Cast-Flo Deluxe “900,” a closed 
face reel, featuring hex drag, thumb 
control, and fast retrieve. All seven 
Langley spinreels, ranging from 


$16.95 to $37.95, feature two-point 
shaft suspension for increased dura- 
bility and balance. Seven casting reel 
models also are offered, ranging from 
$8.50 to $17.95. Langley Corp., 310 
Euclid Ave., San Diego 14, Calif. 
Write in No. A25 on card, Pg. 69 


Tractor Drawn Implements. Cata- 
log No. 857 covers the King line of 
tractor drawn implements with illus- 
trations, specifications, and prices. In 
addition, 14 pages are devoted to lists 
of repair parts, with a drawing shown 
of each part along with its identify- 
ing number. King Plow Co., Atlanta, 
Ga. 

Write in No. A26 on card, Pg. 69 





MEET THEQQEC ES TWINS 


space-saving merchandisers 
FREE with every shipment 





VERSATILE RACK 


Comes with half-gross pack. 
Hangs on pegboard, or can be 
used as free-standing counter or 
shelf display. Holds 12 Twine- 
domes. Will make sales and 
profits for you automatically the 
year ‘round. 


COLORFUL 


DISPLAY CARTONS 


Just open and you have a compact counter 
or shelf merchandiser for impulse sales. 
Twenty-four display boxes, each packed with 
six Twinedomes, come in the full gross 
shipping carton. 


twinedomes DISPENSER-CONTAINERS .. Full balls of quality 


twine in handy disposable containers designed for placing or hanging 
wherever twine is used. There are Twinedomes Twines for every home 


and garden need .. . all top sellers. 


Order from your jobber or write for catalog sheet and prices. 


THE LINEN THREAD CO., INC. 


418 GRAND STREET « PATERSON 12, N. J. 
Makers of Quality Twine Since 1784 


New York ° Chicago 
St. Louis ° 


Baltimore ° 


San Francisco ° Boston 


Gloucester 
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Marine Safety Products. The 1958 
catalog for marine safety products 
contains complete description of Ta- 
patco life saving vests for children 
and adults, buoyant boat cushions, 
metor covers, ring buoys, and boat 
fenders, life vests, boat covers, and 
marine caps. Illustrations are in full 
natural color and pertinent facts such 
as size, styles, colors, shipping 
weights, etc., are listed. The Amer- 
ican Pad & Textile Co., So. Washing- 
ton St., Greenfield, Ohio. 

Write in No. A27 on card, Pg. 69 


Oilers and Cans. A catalog illus- 
trating and describing the company’s 
entire line of oilers, safety cans, and 
oil and gasoline containers is avail- 
able in two forms, No. 55 General 
Catalog, and No. 55C Condensed 
Catalog. Eagle Manufacturing Co., 
Charles St., 'Wellsburg, W. Va. 

Write in No. A28 on card, Pg. 69 


Dealer Displays. Thirty-one differ- 
ent displays of Cabinet Hardware are 
illustrated in Amerock’s No. 104 Cat- 
alog of Dealer Displays. The catalog 
is said to cover the right kind of dis- 
play for any store arrangement, any 
department, or any “on-the-job” use. 
Amerock Corp., Rockford, Ill. 

Write in No. A293 on card, Pg. 69 


Measuring Tapes. A catalog de- 
scribing and illustrating the firm’s 
complete line of measuring tapes and 
related products, including new 
Power-Tapes with controlled speed 
blade return, is available on request. 
Description of its Thin-Tape, the first 
tape with a %4” blade having an in- 
side-outside measuring case, also is 
included. Evans Rule Co., 400-16 
Trumbull St., Elizabeth, N. J. 

Write in No. A30 on card, Pg. 69 


Edged Tools. Colorful catalog pages 
which present the company’s line of 
garden tools, axes, hammers, and 
hatchets are available. Illustrations 
show the tools in use while descrip- 
tive information further gives the 
sales story. Mann Edge Tool Co., 
Lewistown, Pa. 

Write in No. A3l on card, Pg. 69 


Industrial Doors. A 12-page Indus- 
trial Door Catalog No. A-97 features 
comprehensive technical data and il- 
lustrations on the R-W “SupeR-Way” 
steel frame doors; industrial channel 
frame door; galvanized sheet steel 
covered doors; corrugated sheet met- 
al doors; “Sta-Rite’” wood doors; 
steel plate doors; vertical lift doors, 
and craneway doors. Specification 
and installation data, application 
photographs, and a section on the 
automatic electric door operators are 
included in the catalog also. Indus- 
trial Door Division, Richards-Wilcox 
Manufacturing Co., 217 Third St., 
Aurora, Il. 

Write in No. A32 on card, Pg. 69 


Specialty Nails. A catalog contain- 
ing a wealth of information about 
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; packed wiite consumer buy gypeal 
“|| NEW GREENLEE 








perma 


NEWEST AND BEST WAY FOR YOU TO DISPLAY AND SELL B/TS AND CHISELS, 
NEWEST AND FINEST WAY FOR YOUR CUSTOMERS TO BUY AND KEEP THEM! 





Sparkling new Perma-Pak . . . exclusive with GREENLEE... 
gives bits and chisels greatest consumer “‘buy appeal "* Every tool 


reaches your customer factory-sharp, in a permanent container. Perma-Pak 





hangs at the workbench or fits neatly into the tool kit. Sizes boldly labeled to give 





instant selection. Picture window pack easily opened for customer 


inspection. Displays beautifully in your store . . . stacks, hangs, sells! 
Only Greenvee has Perma-Pak . . . only Perma-Pak has all these advantages 


. and at no extra cost! 


get thit °230 chisel FREE! 





_ 
| 
| 


p<) 





You get this display 
and chisel FREE 

with your order for 
SAMPLER SET No. 222 
shown at right. 


SET CONTAINS: 


13 fastest sellers: 9 Solid- 
Center Auger Bits, 1 Ex- 
pansive Bit, 3 Chisels. 


YOUR COST...%14.57 
YOUR PROFIT...9.58 





ORDER NOW FROM YOUR WHOLESALER 
offer expires July 31, 1958 





GREENLEE TOOL CO. 1826 Herbert Ave., Rockford, III. 
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TAILOR-MADE 


DISPLAY 


Bassick Casters 


Ao Gime se 


boosts caster turnover 


Take a look at the display board above. 
It's a big traffic-stopper and sales-starter 
in one large Eastern hardware store. 

What's more, it’s proved that casters— 
properly displayed—can ring up impulse 
sales, But there’s one big thing about this 
caster display—this up-to-the-minute hard- 
ware dealer developed it to suit his own 
needs, It's tailor-made for his own space 
requirements. It shows just the casters he 
knows will move fastest in his town. 

Why not try the same thing in your 
store? You're the only one who knows 
exactly what you need. 

And Bassick helps you, too, with ready- 
made displays like the HD-10 below. Get 


it from your Bassick jobber. See him, too, 
. 


4 





Liman 

for all the casters you need to cash in on 
this fast-moving item. THE BASSICK COM- 
PANY, Bridgeport 5, Conn. In Canada: 
Belleville, Ont. 


SYMBOL OF EXCELLENCE 


Fans Wont nes OF CASTERS... waning CASTERS 00 MORE 


For further information use Handy Return Card, Page 69 





specialty nails is available. Profuse-™@ 


ly illustrated with scale drawings of 


the nails, the catalog serves as a ref-| 


erence book for both salesmen and 
customers. It contains complete nail 
specifications. Handy charts give 
vital data about the sizes and quanti- 
ties of nails to use for various ap- 
plications. Each nail is identified by 
stock number and is priced from a 


Ill. 
Write in No. A33 on card, Pg. 69 


Wood and Sheet Metal Screws. 
Every master carton of Southern 
wood screws and sheet metal screws 
now contains Folder TC-4, “instruc- 
tions for Selecting and Using Wood 
Screws and Sheet Metal Screws.” 
Folder TC-4 gives complete instruc- 
tions for measuring length and di- 
ameter, head styles available, pilot 
hole sizes, drill bit sizes, etc. Supplies 
of the folders are available to whole- 
salers and dealers handling Southern 
screws; they are requested to use 
company letterhead in writing. Deal- 
ers are requested to give name of 
their wholesaler. Southern Screw Co., 
P. O. Box 1360, Statesville, N. C. 

Write in No. A34 on card, Pg. 69 


Industrial Tool Line. The com- 
pany’s 100 years of tool production is 
dramatized in catalog No. 100 which 
contains illustrations and description 
of its wide range of pliers, grips, 
climbers, belts, and safety straps 
needed by linemen, electricians, and 
industry. A new feature is a section 
providing dimensions of each plier— 
length of handle, of cutting knives, 
width of head, size of point, etc. Ma- 
thias Klein & Sons, 7200 McCormick 
Rd., Chicago 45, Il. 

Write in No. A35 on card, Pg. 69 


Cleaning Supplies. “How to Dis- 
play and Merchandise Cleaning Sup- 
plies for Profit” is the title of a six- 
page color folder offered to dealers 
as an aid in setting up a cleaning 
supplies center. Ox Fibre Brush Co., 
Frederick, Md. 

Write in No. A36 on card, Pg. 69 


Water Appliance Promotions. A 
comprehensive 8-page catalog, No. 
807, of advertising and sales promo- 
tion aids is offered wholesalers and 
retailers of water appliances. The 
literature; local advertising for news- 
papers, radio, television, and direc- 
tories; point-of-sale aids; indoor and 
outdoor signs; and numerous spe- 
cialty items. In addition, the catalog 
tells how and when to use these items 
most effectively. And a special fea- 
ture tells how to get valuable local 
publicity for “yourself, your business, 
and Rapidayton products.” The Tait 
Manufacturing Co., 500 Webster St., 
Dayton 1, Ohio. 

Write in No. A37 on card, Pg. 69 


Padlocks. Padlocks to meet every 
need are described in a 20 - page 
catalog which features actual size il- 
lustrations of the company’s entire 


separate list. W. H. Maze Co., Peru, 


line. Included for the first time is a 
section on special long shackle pad- 
locks. Also described are two newly 
designed super security padlocks 
Ywhich have an extra short shackle 
clearance of only %-inch. Other sec- 
? tions of Catalog #56 describe Mas- 
| ter’s Special Service Department, as 
well as Master’s padlock and bike- 
lock display boards. Master Lock Co., 
Milwaukee 45, Wis. 
Write in No. A38 on card, Pg. 69 


Aluminum Furniture. The De- 
lighter 4-color catalog featuring the 
1958 line of aluminum casual and 
summer furniture is available upon 
request. Universal Converting Corp., 
Dept. 1957C, Sawyer St., New Bed- 
ford, Mass. 

Write in No. A339 on card, Pg. 69 


Fishing Accessories. The full range 
of the company’s casting, surf-squid- 
ding, and monofilament fishing lines 
and related equipment—43 types, in 
all—is described in a compact cata- 
log, illustrated in color. Each line 
type appears in a separate, quickly- 
located section. New packaging de- 
velopments are detailed, and a con- 
venient list of the company’s nation- 
wide structure of representatives is 
also included. Sunset Mills, Florence, 
Ala., and Petaluma, Calif. 

Write in No. A40 on card, Pg. 69 


Hack Saw Frame. An adjustable 
tubular hack saw frame, No. 325, 
with chrome-plated handle and gold- 
finished blade, together with other 
tools and kits made by the company, 
is fully described in an available 
catalog. Great Neck Saw Manufactur- 
ers, Inc., Mineola, N. Y. 

Write in No. A4l on card, Pg. 69 


Pumps. A loose-leaf catalog, No. 1, 
of the complete Commander line of 
water pumps, water systems, and 
sump pumps is available. The line 
includes jet, submersible, and piston- 
type pumps in a wide variety of 
shallow well, convertible, and deep 
well models. The Tait Manufacturing 
Co., 200 Detrick St., Dayton 1, Ohio. 

Write in No. A42 on card, Pg. 69 


Buying Guide. A four-page guide 
to better buying contains a complete 
stock list of materials that are avail- 
able from all Reynolds Aluminum 
Supply Co. warehouses. Reynolds 
Aluminum Supply Co., P. O. Box 
1367, Atlanta 1, Ga. 

Write in No. A43 on card, Pg. 69 


Window Glass. A 12-page catalog 
entitled “Sales Aids for 1957-58” is 
offered. The catalog illustrates and 
briefly describes the various mer- 
chandising helps for dealers. Libbey- 
Owens-Ford Glass Co., 608 Madison 
Ave., Toledo 3, Ohio. 

Write in No. A44 on card, Pg. 69 


Special Purpose Planes. “How to 
Use Special Purpose Planes,” a 20- 
page booklet on various types of rab- 
bet, router, and double-end tongue 
and groove match planes, is available 
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in reasonable quantity to dealers who 
may have them imprinted if they 
wish. Profusely illustrated with line 
drawings showing the planes in use 
and the innumerable cuts that can be 
made with special purpose planes, 
the booklet will be helpful to both 
veteran woodworkers and beginners. 
Stanley Tools, New Britain, Conn. 
Write in No. A45 on card, Pg. 69 


Sprayers and Dusters. Available on 
request is a catalog covering the 
company’s complete line of hand, 
continuous, compressed air knapsack, 
bucket, wheelbarrow and barrel 
sprayers. The catalog also covers 
hand and crank powder insecticide 
dusters. A circular on the Indian Fire 
Pump, a portable, back-pack type 
fire extinguisher, is offered also. D. 
B. Smith & Co., 428 Main St., Utica, 
N. Y. 

Write in No. A46 on card, Pg. 69 


Hand Tool Selection Chart. An il- 
lustrated customer-service chart is 
offered which shows how to select 
hand tools for garden and lawn care. 
The chart describes and pictures the 
50 most popular tools, grouped by 
“families.” It is 25 inches high, 16 
inches wide, and is printed in three 
colors on durable poster stock. True 
Temper Corp., 1623 Euclid Ave., 
Cleveland 15, Ohio. 

Write in No. A47 on card, Pg. 69 


Hand-Tool Equipment. Auger and 
electric drill bits, chisels and gouges, 
drawknives, door lock bits, the #515 
Nail Puller, and other hand-tools are 
pictured and described in a catalog 
available from the manufacturer. 
Greenlee Tool Co., 1822 Herbert Ave., 
Rockford, Il. 

Write in No. A48 on card, Pg. 69 


Display Ideas. A Rubbermaid dis- 
play booklet which illustrates and 
describes a variety of display meth- 
ods for all size stores is offered to 
dealers. Rubbermaid, Inc., Wooster, 
Ohio. 

Write in No. A49 on card, Pg. 69 


Fusible Links. Folder F-184, which 
illustrates and describes the complete 
R-W line of fusible links for fire 
doors, windows, and many other pur- 
poses, is now available. Richards- 
Wilcox Manufacturing Co., Aurora, 
Ill. 

Write in No. ASO on card, Pg. 69 


Fishing Rods and Reels. A trade 
catalog, specially prepared for the ’58 
selling season, consists of 48 pages of 
comprehensive information on the 
company’s entire line of fishing 
tackle. Emphasizing its expanded 
line-up of Push-Button WonderCast 
reels, the No. 1776 Deluxe Bronze 
model adorns the color cover. Fifteen 
pages show glass fiber Wonderods for 
every type of fishing; 13 pages cover 
the line-up of spinning, bait casting, 
push-button, fly fishing, and salt 
water fishing reels. The rest of over 
40 pages, printed in 2-color, are de- 
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Sell the line of 


Luni Kenitlince: 
R-W TRACK and | 


HANGERS 





FEATURES 


@ Bird proof @ Weather proof 


@ Self-cleaning @ Rugged, heavy-duty 
© 4-wheel, center-hung construction 
hanger 
@ Exposed locking nutfor @ Track and housing 
quick, easy adjustment complete in one unit 





R-W 36 Track and 423 Hangers, shown 
above, are favored by farmers everywhere 
for installation on the doors of their Barns, 
Cribs and Tool Sheds. R-W offers you a com- 
plete line of top-quality, time-tested tracks 
and hangers that sell on reputation...a line 
you can sell with the assurance of knowing 
your customer will be satisfied. R-W Track 
ond Hangers will provide years of depend- 
able, trouble-free service for your customers 
ond, best of all, greater sales volume and 
added profits for you. 








STUDDING SOCKETS A FULL LINE OF HARDWARE 


) 
Eliminate cost of sill... protects studding from | R-W offer co complete assortment of all types of 
rot and deterioration. Securely anchors studding | hardware, including swing door hinges, flush pulls, 


ond corner posts to concrete floor or foundations. | bow handles, stoy rollers, floor guides, bumpers, 
Available in 2x4, 2x6, 2x8, 3x8 and 4x8 sizes. latches, hasps and door bolts. 





From track, hangers and hard- 


wore to the best line of electric * - 
door operators you can rely on ? h d -W | 

R-W products to provide com- is ar Ss I ee) 4 
plete satisfaction. Sell the 

quolity line... enjoy added MANUFACTURING COMPANY 


profits. Write today -for your A RANSER OSS ASW BOSS Wy Sees 
copy of Catalog A-91-1?. 





336 W. THIRD STREET,AURORA, ILL.Branches in Principal Cities 
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OF COURSE! 


“And we have a good name, too! 


Southwestout 


POLYETHYLENE 
PLASTIC PIPE 


now comes to you with a permanently 
impressed brand not only on NSF pipe, 
but on our ‘‘Thrift-Line’’ too! Wherever 
SOUTHWESTERN POLYETHYLENE 
is used it can be quickly and positively 
identified because SOUTHWESTERN'S 


name won't rub off. 


Tested and proven in thousands of appli- 
cations, SOUTHWESTERN'S POLYE- 
THYLENE PLASTIC PIPE merits your 
confidence when it is sold to your trade. 


SEND THE COUPON TODAY 
FOR ADDITIONAL INFORMATION. 


Mall Today! 
Gentlemen. 
[_) Please send me additional information. 
[_] Please hove APPLICATION ENGINEER call. 

















“Use Southwestern ..to be sure” 


NALS 
ia 


ee 


Pes 3, 

ES as FACTURE BY 

Southwestern 
ad Oe | Ole od | od Oe O71 OB 


P.O. Box 117 * Mineral Welis, Texas 
Phone FA 55-3344 


For further information use Handy Return Card, Page 69 





voted to fishing lines, miscellaneous 
equipment, company personalities, 
and other items of trade interest. 
Shakespeare Co., Kalamazoo, Mich. 
Write in No. A5l on card, Pg. 69 


Marine Line. A full-color catalog 
presents the complete line of Aqua- 
Float marine safety products. Illus- 
trated in color are Aqua-Float Coast 
Guard Approved life saving jackets, 
Aqua-Float children’s swim vests, ski 
belts, U.S.C.G. Approved buoyant 
boat cushions, and a full line of 
Aqua-Floats, vinyl plastisol floats, 
fenders, ring buoys, and mooring 
buoys. Detailed description of each 
item is included. In addition, the 
catalog shows newest Aqua-Float 
packaging, Aqua-Float merchandis- 
ing aids and display materials. Style- 
Crafters, Inc., Greenville, S. C. 

Write in No. A52 on card, Pg. 69 


Johnston Mowers. A 1958 mower 
brochure in full color is available. 
In addition to new models and prod- 
uct features shown, the brochure 
deals with type of mower prospects 
and market trends anticipated in 
1958. Johnston Lawn Mower Corp., 
Brookhaven, Miss. 

Write in No. A53 on card, Pg. 69 


Juvenile Line. “Future Flair” de- 
sign is accented in the company’s 
presentation of its 1958 line of car- 
riages, strollers, juvenile accessories 
and toys which are illustrated in a 
24-page, colorful catalog made avail- 
able to the trade. Portrayed with 
complete description and specifica- 
tions are some 19 carriages and stroll- 
ers which incorporate such features 
as aero-matic glide ride, three-way 
convertibility, and foam rubber seats 
and backs. Colors come in five Scotch 
plaids, plus 17 triple-tone designs on 
washable pastel shades. High-chairs, 
feeding tables, car beds and auto 
seats, walkers, and action toys are 
among the other items receiving full 
attention. Price lists and order 
forms are included in the catalog. O. 
W. Siebert Co., Gardner, Mass. 

Write in No. A54 on card, Pg. 69 


Power Mowers. A folder picturing 
and describing the company’s entire 
line of power mowers is available. 
Clark Manufacturing Co., 3024 Mel- 
ville Rd., Decatur, Ga. 

Write in No. A55 on card, Pg. 69 


Twine. A 48-page catalog in color 
entitled, “Columbian Twine for - 
Every Use,” is available. It explains _ 
how a wide latitude of kinds and 


sizes of high quality twines are made “ 


from fibres such as jute, hemp, sisal, 
manila, flax and paper, as well as the 
newer synthetic fibres of nylon andé 
dacron. In an evaluation of twine 
economy, the booklet 
strength, yardage, appearance an 
price, the important factors o 
strength, knot strength and package 
break. An illustrated twine termi 
nology, a multitude of descriptive» 
photos, and the printing on a heavy/) 


4 
j edge tools. Both are illustrated and 


stock bond are other features in- 
corporated to make this compre- 
hensive catalog an attractive and 
helpful booklet on service. Columbian 
Rope Co., Auburn, N. Y. 

Write in No. A56 on card, Pg. 69 


Sportswear. The clothing “pre- 
ferred by sportsmen for more than 50 
years” is presented in a colorful 
sportswear catalog. The catalog is 
8% by 11 inches and contains 36 
pages which feature items such as 
Aircel insulated cold-weather cloth- 
ing, Dri-Deal waterproof rainwear, 
camouflage clothing, insulated under- 
wear, new Air Force yellow safety 
color, and other Duxbak garments 
that “shed water like a duck’s back.” 
Utica Duxbak Corp., Utica, N. Y. 

Write in No. A57 on card, Pg. 69 


Metal Merchandisers. A 40-page 
catalog, #390, illustrating and de- 
scribing the line of Viz-U-Bilt all- 
metal merchandisers is being offered 
to dealers. The gondola-type self- 
selection units described are available 
in a wide variety of styles, sizes, and 
colors. Adjustable, perforated metal 
shelving, clip-in splicers, and a com- 
plete selection of accessories make 
them flexible and adaptable to all 
types of merchandise. L. A. Darling 
Co., Bronson, Mich. 

Write in No. A58 on card, Pg. 69 


Ornamental Iron. The comany’s 12- 
page catalog not only covers TFC 
Ornamental Iron adjustable rails and 
columns, but also explains how to 
sell iron work with “step-up” mer- 
chandising, getting customers to 
spend a little more. Tennessee Fab- 
ricating Co., 1490 Grimes, Memphis 
6, Tenn. 

Write in No. A539 on card, Pg. 69 


Chains and Chain Assemblies. A 
32-page illustrated catalog of all types 
of chains, welded and weldless chains, 
chain assemblies, chain specialties 
and wagon and truck hardware is 
now available. Also, dealers may se- 
cure an 8-inch high decal for inside 
or outside display stating, “We Sell 
Chain.” Nixdorff-Krein Manufactur- 
ing Co., 916 Howard St., St. Louis 
6, Mo. 

Write in No. A60 on card, Pg. 69 


Repair Handle. A catalog sheet is 
available describing the advantages 
of the Drive-Ezy Repair Handle. Step- 
by-step illustrations show the proce- 
dure for inserting the new handle 


J which is designed to follow the curve 


{of all hollow back shovels, spades, 
or scoops. Reverse side of sheet lists 

stock numbers which the handle fits. 
| O. Ames Co., Parkersburg, W. Va. 


? ; Write in No. A61 on card, Pg. 69 
describes 


Hand Tool Handles. Catalog A and 
| Chart B are available to assist cus- 
tomers in determining which handle 
correctly fits certain striking and 


give full details; information is given 
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also on the quality of the product. 
O. P. Link Handle Co., Inc., Salem, 
Ind. 

Write in No. A62 on card, Pg. 69 


Industrial Fasteners. A 44-page con- 
densed catalog covering the com- 
pany’s line of bolts, nuts, rivets, 
screws and other industrial fasteners 
is available. The catalog is 54% x 9 
inches and contains illustrations, 
sizes, packaging information and 
prices on the most popular items in 
the line. Clark Bros. Bolt Co., Mill- 
dale, Conn. 

Write in No. A63 on card, Pg. 69 


Store Displays. Each type of dis- 
play item from ticket holders to com- 
plete display units is fully illustrated 
and described in a catalog which 
contains much information on display 
assembly and modern store engineer- 
ing. Reeve Co., 9249 East Bermudez 
St., Rivera, Calif. 

Write in No. A64 on card, Pg. 69 


Life Saving Line. A full color cat- 
alog offering illustrations and di- 
mensions of the company’s U. S. 
Coast Guard-approved life vests and 
boat cushions will be furnished on 
request. Red Head Brand Co., 4300 
West Belmont Ave., Chicago 41, Ill. 

Write in No. A65 on card, Pg. 68 


Gas Circulator Heaters. A catalog 
which fully describes the company’s 
complete line of gas circulator heat- 
ers may be had on request. Chatta- 
nooga Royal Co., Chattanooga 6, 
Tenn. 

Write in No. A66 on card, Pg. 69 


Firearms. An expanded firearms 
catalog, available to the trade, gives 
detailed specification information, 
prices, etc., on the complete Mossberg 
line of rifles, shotguns, telescope 
sights, and Covey hand trap. It in- 
cludes information on the company’s 
newest models. Catalog is in color. 
O. F. Mossberg & Sons, Inc., New 
Haven, Conn. 

Write in No. A67 on card, Pg. 69 


Displays with 
Sales Appeal 
(Continued from page 24) 


keep our mowers to the front of 
the store for the next four or five 
months. We once noticed that when 
our display went down, our sales 
went down. So now we keep our 
display up, right on through 
August and into September.” 

Convincing proof that old 
standby items can still bring in 
shoppers if attractively displayed 
is offered by Stewart Bros. Hard- 
ware Co. at the busy Crosstown in- 
tersection of Madison and Cleve- 
land. 

There’s no mistaking the Stew- 





- 


With or Without Nuts... 


in Bulk or Packaged 
for our Distributors 


Yes, hex head bolts, currently becoming so popular with more 
and more customers, are available right now from CLARK. 
They can be supplied over a full range of sizes .. . 
with or without nuts . . . in bulk or CLARK’S superior 


packaging. Write today for complete information and prices. 


CLARK bros. Bolt co. 


MILLDALE, CONN. 
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i kel come i 
good Ms 
look... < 


Cel 


METAL ~? 
ROOFING NAILS 


The “high quality” line 
you can count on— 
FOR REPEAT SALES... 


REAL PROFITS! 
NEW! 
UMBRELLA HEADS 


(with ring or screw shonk) 
FOR CORRUGATED & V-CRIMP 
ROOFING 


@Hammer away— 
nails are one-piece de- 
sign (head and shank 
made from same hard 
steel core.). 
@STORMGUARD 
treated—twice-dipped 
in molten zinc . . 
can’t rust, stain, or 
streak . . . zinc coat- 
ing entirely compati- 
ble with aluminum 
roofing. 

@ Lighter weight than 
lead heads .. . MORE 


Dua »s\e| 
eeeaeiae\*) eee 














NAILS PER POUND! 
LEAD HEAD NAILS 


HEADS FIRMLY ATTACHED TO SHANKS 


COMPRESSED LEAD HEAD 


P-223 (Barbed Shank—bright) 


a 


MT ay ym |i fai fii fai fifa aia ii BS 
P-223R (Ring Shank—bright) 
HOT CAST LEAD HEAD 
maaTTTSh a LRRRDHKRMAARRR RIES 
C-223R (Ring Shank—bright) 
CAST LEAD HEAD 
TT 


R-144A (Ring Shank— 
STORMGUARD TREATED... 








twice-dipped in molten zinc) 
" SEND FOR FREE HANDBOOK & SAMPLES 
‘ Weicvang " 








ADORESS 





city STATE___ 
"IT PAYS TO BUY MAZE” 





meen’, 
E48 w.H. MAZE COMPANY 


Phone 298 


Peru &, Illinois 
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art Bros. window pulling power. 
It’s been demonstrated time and 
time again. Advertising manager 
Dewey Lampkin, considered one of 
the city’s outstanding window dis- 
play artists, believes in large dis- 
plays, often concentrating on one 
particular item for each of the five 
windows he dresses. 

Lampkin’s success formula is 
simply this: “Our windows are 
changed on the average of once 
every 10 days in order to keep 
down dust and at the same time 
give the passing public something 
new to look at. With windows 
changed frequently, the public 
gets in the habit of looking to see 
what’s new. 

“Being at Crosstown, we have a 
certain amount of daily traffic— 
same people waiting for a bus at 
the transfer point or passing by in 
a car to and from work downtown. 
Therefore, we change our window 
displays often so they won’t be- 
come ‘dead.’ ’ 

Stewart Bros., which delivers 
throughout the city, keeps its 
windows floodlighted nightly un- 
til 9. Often to prevent a good dis- 
play from going stale, Lampkin 
merely moves it from one window 
to another, making minor changes. 
By having windows on two streets, 
this can be done easily and to ad- 
vantage. 

Lampkin keeps a paint display 
in one window practically the year 
‘round. Also frequently displayed 
are kitchen utensils, waxes and 
polishes, andirons and screens, and 
occasionally such impulse items as 
an entire window of galvanized 
garbage cans, clothes dryers or 
garden tools. 

One window display at Stewart 
Bros. once sold 10 dozen folding 
clothes dryers in less than two 
weeks—without a cent of advertis- 
ing. There was no shortage of 
clothes dryers, but the store’s un- 
usual mass display impressed cus- 
tomers with the fact that they 
were available in great quantity. 
The store once sold a carload of 
garbage cans, tubs and pails after 
arranging two full window dis- 
plays. 

Lampkin tries to stay ahead of 
the trade—to hit the buyer’s in- 
stinct before the buyer is aware 
he wants to buy. That’s a particu- 
larly effective advertising tech- 
nique with garden tools and seeds 
in early spring, although one re- 
cent spring Lampkin took a lot of 
good-natured kidding from cus- 
tomers when an unexpected snow 
hit at the same time Stewart Bros. 
had a window display of garden 
seeds and tools. 


Grinning customers requested 
such things as “Iceberg” lettuce 
and cool cucumber seeds. 

“But that merely proved the 
window was getting a whole lot of 
attention,’ Lampkin smiles. “And 
after the snow had melted and the 
ground had warmed, our custom- 
ers knew we had what they 
needed for their early spring 
gardens.” 

Stewart Bros. probably sells 
more andirons, screens, gas logs 
and other fireplace equipment 
than any other hardware store in 
Memphis. It doesn’t stop display- 
ing logs and andirons when warm 
weather arrives, either. It’s not un- 
usual to see a window full of such 
items in broiling July or August 
and sales being made. 

“Because the new home-owner is 
a year ’round prospect, we keep a 
window display of these items 
practically all the time,’ Lampkin 
explains. “We want the public to 
know we have fireplace fixtures 
whenever they want them. Conse- 
quently, our fireplace sales are 
good even in summer. New homes 
are a very good market. Many new 
home-owners want to fix up their 
living room and fireplace without 
waiting for cool weather. We’ve 
even had home-owners come in 
and measure our gas logs and 
screens before building their fire- 
place, simply because they wanted 
it to fit a certain space. 

“We sell around 100 gas logs a 
year, and our window displays are 
a big factor. The gas log buying 
trend can be attributed to the 
home-owner’s desire for a more 
efficient heating system and also 
to the natural desire to dress up 
the fireplace for appearance’s sake 
Seldom do we fail to sell a fire- 
place fixture, such as a screen, 
andirons, poker or other accessory, 
when we sell a gas log. 

“People will buy when the im- 
pulse strikes them—even if the 
item is out of season. Consequent- 
ly, we don’t put our fireplace items 
in storage during summer. We 
keep right on displaying them— 
and right on selling them.” 


« 


Selling the 
Little Leaguers 


(Continued from page 26) 


ment, then starts a big advertising 
push early in March before league 
tryouts begin. 

“Just looking on the face of 
things, you’d wonder,” the owner 
comments, “how we can profit on 
a $3.95 pair of shoes. But here’s 
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what often happens. Maybe a boy 
brings in his father. Lots of these 
doting dads have gifted their boys 
with our $39.50 softball gloves. Or 
while son’s shoes are fitted or 
while he’s exchanging team scores 
with our teenage salesman, his 
mother has wandered into our gift 
or housewares department. You’d 
be surprised,” Loomis exclaims, 
“how often pressure cookers or 
electric clocks go out along with a 
pair of shoes!” 

Investment in a complete stock 
of softball equipment or Little and 
other leagues is not a venture to 
take on without thoughtful] re- 
search and planning. But if a town 
sponsors, say, 10 or more leagues, 
the sizable investment is very 
much worthwhile. Once begun, 
there is no dead end to sales, in 
one family there may be three or 
four boys who are, or will, become 
customers, along with their par- 
ents. 

In cold, but pleasant figures, a 
complete stock of league equip- 
ment can write a story similar to 
that of Pasadena Hardware’s ex- 
perience. Even though the softball 
supplies take a little less than a 
fourth of the selling space, sales 
during spring months run five to 
six times higher than all the rest 
of the store’s volume. 

“Selling this sort of merchandise 
gives you a warm feeling,”’ Loomis 
says, “because you become friends 
with all the local boys. And, on the 
practical side, what could be nicer 
than our annual order, for ex- 
ample, for a 100 dozen softballs?” 


¢ 


Store Is Shooting 
for $350,000 Volume 


(Continued from page 29) 


the concrete apron is fenced off for 
the display of wheelbarrows, lawn 
mowers, and other wheel goods 
pertinent to gardening and outdoor 
living. Just inside the entrance, the 
space is devoted to many smaller 
gardening items — tools, sprays, 
seed. This area is converted to toys 
for Christmas. 

“We are shooting this year for 
four turns of our merchandise. In 
addition, we hope to slice from 3% 
to 5% from the national average 
on expenses. This type of store 
should give us the volume to do 
this. 

“Our pricing policy is designed 
to put us in competition with large 
syndicate hardware outlets rather 
than with the smaller hardware 
dealer. I'd say we have a serve- 
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yourself hardware supermarket 
now.” 

The Lakeland has a pro- 
jected volume closely paralleling 
that of the Winter Haven store. 
However, at Lakeland, the poten- 
tial is much greater, according to 
Smith. “The population over there 
is larger; however, we will have 
to build a following for that 
store. In Winter Haven, we brought 
our old customers, established after 
25 years in the business, out here 
with us. The two stores are iden- 
tical in size.” 

Merchandise is 
Winter Haven store 


store 


laid out in the 
as follows: to 


the right of the two check-out 
counters, sporting goods including 
fishing rods, reels, plugs, and mis- 
cellaneous tackle is displayed along 
the wall and on counters facing the 
Further along the wall are 
and other hunting equip- 
small tools of several price 
hardware, build- 
garden sprayers, 
cabinet hard- 


wall 
rifles 
ment; 
ranges; window 
ers hardware, 
garden 
ware 

Peg board is utilized from ceil- 
ing to floor on both sides, and mass 
display of hundreds of items is ad- 
mirably accomplished 

On the left wall, which conceals 


tools, and 





You’ll Sell 
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More Plastex 


because Plastex gives 


you more fo sell! 


FLEXIBLE PIPE 
Polyethylene . in sizes 
from %” thru 6” — 75 and 100 psi 
pressure rated —single and twin- 
tube types—lengths. to 600’ — 
NSF approved. 


SEMI-RIGID PIPE 


Plastex Kralastic . in sizes from 
4” thru 6” — for pressures to 150 
psi and even greater chemical and 
heat resistance—10’ and 20’ lengths 
with plain ends, or sleeve-type cou- 
pling one end —- NSF approved. 


A COMPLETE LINE OF 
FITTINGS FOR BOTH 
Packaged Nylon and Styrene insert- 
type, for mechanical coupling to 
flexible Plastex Pipe — Kralastic for 
solvent-weld coupling to semi-rigid 
Plastex Pipe—in every wanted 
style, ultra precision made, NSF 

approved. 


AND NOW, DRAIN PIPE 
AND FITTINGS, TOO! 
Plastex OX ... high strength, high 
impact drain and sewer pipe — in 
2”, 3” and 4” sizes — plain and per- 
forated — with sleeve-type fittings 
for root-proof solvent-weld joints, or 

dry joints—10’ and 20’ lengths. 


Plastex 


Let us send you complete information 


THE PLAS TEX ©. 


3232 CLEVELAND AVENUE 
COLUMBUS 24, OHIO 





the perimeter warehousing space 
for surplus items, merchandise is 
arranged as follows: television, ra- 
dio, and small gift departments 
are in the left-front corner; then, 
housewares extend to the center 
access door leading to warehoused 
merchandise. Beyond this, paint 
and other items requiring sales 
service are displayed. “This quar- 
ter of the store holds all items, 
specifically requiring service,” 
Smith said. “The rest of the space 
is self-service.” 

Five rows of display counters, 
just over waist high, running the 
length of the store, are arranged 
to encourage traffic flow and self- 
service. Each item is clearly and 
individually marked, grouped con- 
sistently by size, and marked by 
overhead identification signs. 

* 


Checked Your Credit 
Rating Lately? 


(Continued from page 31) 


creditors compared to owner's 
money in the business; the lower 
the ratio the better. 

Fixed assets to capital—real es- 
tate, buildings, fixtures divided by 


net assets; ratio should be kept as 
low as possible to avoid depleting 
working capital. 

Inventory to working capital— 
shows percentage of working capi- 
tal tied up in inventory; abnor- 
mally high ratio may result in 
shortage of liquid working capital 
to meet other expenses. 

A seemingly unnecessary piece 
of advice to any borrower is to 
cooperate with his bank. Yet, 
many applicants will give infor- 
mation grudgingly or throw 
hurdles in the banker’s way. There 
is no reason to withhold informa- 
tion on which the bank depends 
for a decision on your loan. At 
best, this attitude will only delay 
your loan; at worst, it will lose it 
altogether. 


* * * * 


If you would like a brief summary of 
questions which bankers ask before 
granting a loan, you will find it in a 
short pamphlet, “Financial Statements 
for Bank Credit Purposes,” published 
through the cooperation of the ac- 
counting and banking professions. Cop- 
ies may be obtained by writing to The 
American Institute of Certified Public 
Accountants, 270 Madison Avenue, New 
York 16, N. Y. 


* * * * 





aqua-float® 


-—T-) Me) ar 


it's the Most Sensational 
Promotion of the Year! 


Backed by Advertising in 
Magazines with more than 
1'4 million readers! 


“PB fi [ 


With Your Name, Boat or Cottage Name 


Imprinted in attractive, permanent letters on 
smart marine blue cushions. Yes, they’re famous 


Garden Supplies 


(Continued from page 32) 


“Rules cannot be written out. 
We have tried, only to find that 
customers do not read them care- 
fully. Our rules require our sales- 
men to ask customers about ferti- 
lizer they expect to apply on their 
lawns; to suggest proper setting; 
and to demonstrate method of set- 
ting the spreader, as well as its 
proper use. 

“Most important,” he continued, 
“is that the employees learn when 
the customer contemplates using 
the spreader. On week-ends, there 
is a two-hour limit. If you get 
maximum use from a_ spreader, 
customer cooperation is requisite 
in his getting the equipment im- 
mediately prior to its use and re- 
turning it promptly thereafter. 

“The best way, we find,” Rosen- 
bloom went on, “is to ask the cus- 
tomer about the precise hour he 
expects to use the spreader, then 
request that he pick it up imme- 
diately before using it. All this is 
best impressed on customers by 
word of mouth.” 

Rosenbloom has found that most 
customers abide by rules. A few 
balk. But without enforcement of 
the two-hour loan-out rule, 
spreaders tend to come back days 
late. 

Many customers postpone pur- 
chase of garden materials until 
spreaders are available. Few sales 
are actually lost, however, because 
a quality spreader is in great de- 
mand at this company, whose 
neighborhood competitors do not 
offer the same free service. 

The two-hour limit on week- 
ends, when spreaders are in great- 
est demand, encourages their use 
during other days when customers 


may borrow equipment for an en- 
tire day. 

Rosenbloom commented: 

“Second to lending spreaders, 
keeping them in good operating 
condition is most important. We 
check each item as it is demon- 
strated to a customer. Once a week, 
our stockboy cleans, oils, and 
tightens all operable parts. A con- 
sistent and conscientious mainte- 
nance program eliminates part- 
replacement problems.” 

Rosenbloom has built screen 
covers for spreader openings to 
break up lumpy fertilizer and keep 
out rocks. 

“A spreader is a delicate instru- 
ment,” he emphasized. “If we are 
to get a season’s use from one, use 
of a screen is mandatory.” Rosen- 
bloom believes that the chief cul- 


Aqua-Float cushions tailored in luxurious, 

To cash in, order two-cushion heavy-duty vinyl. 
sample display NOW direct from 

factory or through your jobber. . 
Then you simply take orders. 
Cushions are imprinted at the 
factory and shipped to you parcel 
post paid ready for delivery to 
your customers. 


‘12s 


Style-Crafters, Inc. 
Greenville, S. C. 


SPECIAL 
VALUE 


Made by America’s Largest Manutacturers of Marine Gatety ZEauipment 
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PROLON 
DELIVERS 
HIGH 
STYLE... 
ATA 
PROFIT- 
MAKING 
LOW 
PRICE! 


PRC COR 


—S 


You always have an ‘extra’ when you talk PROLON to a cus- 
tomer. In the case of PROLON’S Beverly line, the extra added 
value is superb contemporary styling. You simply cannot match 
the all-around beauty of Beverly with any other line selling at 
... Or even somewhat above .. . its price. A customer's money 
for a Beverly starter set never bought more at a retail counter. 


But PROLON'’S values don't end at the low end... they just 
start there! In the middie and luxury ranges, Florence Plain 
and Florence Decorated, are proven profit-makers. One rea- 
son? PROLON ...and only PROLON ... gives you a pattern 
on every piece as well as award-winning architecture. 








PROLON offers you THE complete, value-packed melamine 
package. 


Doesn't PROLON have the lines to get behind? See your 
PROLON representative soon. 


PROLON DIVISION 


Pro-phy-iac-tic Brush Company, Fiorence, Mass. 


PROFIT AND PROLON START TOGETHER! 


REPRESENTATIVES: Robert Fowler, 4138 Winthrop St., Sarasota, Fla 
Van Brauman & Co., 2011 Cedar Springs, Dalias 1, Tex 





= 
BS 
= 


: 
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PATENT 
APPLIED FOR 


JACK NUT 


Holds Fixtures Securely On 
Hollow-Core Flush Doors 


Now, for the first time, you can 
sell a fastener which holds mirrors, 
racks, shelves, kickplates, etc., 
securely on wood or metal hollow- 
core flush doors. Only 3/8” expan- 
sion space required. And the weight 
Jack Nuts will hold is limited only 
by the strength of the door. 








WORKS IN EXPANSION SPACE AS SMALL AS 3” 


Anchorage is safe, permanent, cannot pull through. 
Fixtures can be removed and replaced in the same nut. 
Neat in appearance. Will not disfigure door or mar the 
finish. Jack Nuts are self-adjusting to grip any material 
from 0” to 3/8” thick. As easy to install as A-B-C with 
screwdriver and standard screw. 


§)" = s 
ar (AwN |S : 
DRILL HOLE RUN IN SCREW | FIXTURE CAN BE 
AND INSERT | UNTIL IT TURNS; REMOVED AND 


JACK NUT. FAIRLY HARD. REPLACED IN 
SAME NUT. 


© Only % the size of next smollest hollow woll 








fastener on the morket 
® The only blind fastener thot pulls up to 0” thick 
ness ond holds securely in shee! metol 


®@ By the mokers of fomous Molly Screw Anchors 


ASK YOUR JCBBER FOR MOLLY JACK NUTS 
WRITE FOR FREE LITERATURE 


(MOLLY 


CORPORATION + READING, PA. 
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DEALERS SELL prits in spreader destruction are 

lumps and rocks in commercial 
fertilizers. In products with con- 
trolled consistency, he indicated, 
no screens are necessary. 

Vital to a successful free spread- 
er service is maintenance of a 
workable record system. 
ve : Each spreader at Viers Mill 
a ~ ; Hardware is assigned an alphabet- 
OTS., PTS., ; : ical letter, such as “A,” “B,” or 
“C.” In turn, each has a corre- 
sponding card, kept in an index 
file, on which is recorded such in- 
formation as date, time-out, time- 
in, fee, name of customer, address, 
telephone number, etc. A 50¢ 
rental fee is charged on spreaders 


FAMOUS BRAND where customers purchase garden 


materials elsewhere. In such case, 


too, the two-hour week-end rule 

TA N D ROTI NE applies, Rosenbloom emphasized. 
“On the back of the customer’s 
ECONOMICAL sales ticket,” he continued, “we 
NON IRRITATING PAINT THINNER also indicate spreader - letter and 
PLEASANT ODOR time withdrawn. The customer 
pe Sassecebonagrat a Da submits this to the stockman at the 
sites Gath teint” weak dadiaadaniil store rear when he picks up ferti- 
lizer. It may happen in the rush 
of business that someone forgets to 
make entry on the index card. 
turnover and higher markup. Stock TANDROTINE — today ! pe va B gptcrt mes beac | ao 
“e we have 
neglected to make our main entry.” 
Spreaders are hung from the 


MODEL o- gaeat , 
, STOCK THE COMPLETE FORSBERG LINE ceiling in a small stockroom, due 


HALF PTS, 


Dealers realize greater profits through faster 





NO. OF SWEDISH QUALITY HAND TOOLS to limited floor space. Old spread- 
w90 ers are sold annually at cost, with 


Two FAMOUS BRANDS a stock of new ones put in at the 


MODEL — : opening of the season. 
NO. | | : Rosenbloom continued: 
is ' “Free spreader loans are a tre- 











Whale brand tools are the top qual- mendous stimulus to our sales vol- 


MODEL pom ity tools of the Forsberg line which ume, They stimulate sale of all 
NO. i ; include hack saw frames and blades, garden supplies, with impulse buy- 
W21 band saw blades, hand drills and ing greatly affected by the con- 

; g screw drivers. All handsomely pack- stant activity of traffic. At peak 


MODEL aged for display. Highest profit on season, we often sell tons of ferti- 
every item. lizer each week, substantial 


NO. ; amounts of grass seed, and other 
wsl4 lawn products. The use of quality 
spreaders without charge is the 
MODEL ~ ~ answer.” 


NO. e 
V260 
47 Mowers Sold! 


MODEL we : se 
NO. ; Viking brand tools are lower priced Pr peree wee ane any 
V36 Forsberg tools which nevertheless inates most of the complaints 
are dependably made for long serv- which otherwise would be phoned 
MODEL : ice life. Line includes hack saw in, Machac declares, because any 
NO. . frames, keyhole saws, coping saws, difficulty in starting or igniting 
vo10 screw drivers and hand drills. may be spotted and eliminated 
during this breaking-in run. 
Send for new catalog today Display is valuable in starting 


M 
ODEL off the mower season as well as 


NO. Forsberg through the selling period, the 


V700 ; over 45 years of manufacturing experience company finds. One window shows 
THE FORSBERG MFG. CO., BPT., CONN. exclusively gardening and lawn 
REPRESENTATIVES: supplies, including power mowers; 


Fry-Holbrook & Co., 1429 Peachtree St., N. E. Atlanta 9, Ga. : 
H. A. Varner Associates, '60! Cranway Dr., Houston 24, Texas several mowers and related items 
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ROYAL offers a new 


The hardware store guide 
COMPLETE 

SPORTS to BIGGER WIRE SALES 
EQUIPMENT | = 

LINE... 


Leading hardware dealers build their electric 
departments around the Royal line of flexible 
and portable cords. You, too, can profit by the 
customer confidence and acceptance Royal has 
earned by its high quality and dependability 
Catalog 4-57-8 shows the wire types and sizes 
best suited to hardware store merchandising. 


CATALOG 4-57-8 SHOWS rubber and plastic jacketed 
portable cords * lamp cords * thermostat cables * heater 
cord * bell wire * TV and FM lead-in wire 
CATALOG 4-57-8 HELPS with easy-to-read tables, and 
simple, clear product uses and descriptions 
‘ a es CATALOG 4-57-8 REMINDS you of the big-demand cords 
High-quality insures repeat sales and wires you need to serve your customers. 
Nationally famous brand name 


Ae paten eunges WRITE US FOR THIS HELPFUL CATALOG 
Approved Youth League equipment — or order ROYAL QUALITY CORDS from 
MacGregor golf balls and tennis equipment your wholesaler TODAY! Royal Electric Cor- 
Complete catalog presentation of line poration, Pawtucket, R. I. 

Quick delivery from wholesaler 


% Faster turnover —higher profits Made RIGHT .. . to be RIGHT on the job! 


%& A complete line of sports equipment 


Why not send your sales figures up and up. Make Draper- 
Maynard your one brand, complete line of sports equipment. 
Write today for full information, catalogs and name of your 
nearest Draper-Maynard wholesaler. 


: LOW) 
DRAPER-MAYNARD Sib A 


ROYAL ELECTRIC CORPORATION 


. 
SPOrts Equip me nE | oo ere ee oe ieee commen 
PAWTUCKET RHODE ISLAND 


4861 Spring Grove Ave. * Cincinnati 32, Ohio | menutecturers of WIRE * CABLE * CORD SETS © FUSES * WIRING DEVICES 
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string along the store front, just 
outside, and there usually are six 
or seven mowers on the floor at 
various points throughout the 
store, so that any customer, re- 
gardless of his reason for being in 
the store, sees a mower and is re- 
minded that it is time to buy lawn 
and garden supplies. 

Although the company relies 
strongly on in-store sales, it does 
make an occasional sale of a power 
mower by an on-the-spot demon- 
stration. 

Last spring, for example, a 
woman living in a large Colonial- 
type home with a spacious lawn in 
front and along the sides of the 
house, came in and talked about a 
power mower. She didn’t buy. She 
said she would talk to her husband. 
A few days later, she was back. 
Her husband thought perhaps it 
would be more practical to hire 
the lawn mowed. She frankly 
didn’t agree. She wished she could 
show him why they should have 
their own mower. 

Machac made an appointment 
with her, at a time when the hus- 
band was sure to be home. He 
hauled out a model of the largest 
power mower in stock, and a 21- 
inch model. He demonstrated both, 


then asked the husband to handle 
each model. 

He warmed up to the idea of 
doing his own mowing, surprised 
at the ease with which the mower 
operated, particularly the larger 
unit. He bought the large one and 
at least two more sales have re- 
sulted from his enthusiasm over 
the unit. 

“We don’t feature demonstra- 
tions,” Machac explains, “but when 
we sense that a demonstration may 
mean the difference between a sale 
and a lost deal, we try to get a 
demonstration. That way, we sel- 
dom waste a demonstration.” 


o 


Spotlight Wheel Goods 
(Continued from page 34) 


the store is an island display with 
two girls’ bicycles displayed on the 
top. If he looks to the left to the 
sporting goods section, there are 
two boys’ bicycles displayed in the 
center of the department. 

“We don’t have enough bicycles 
in stock to display them in every 
department of the store at the same 
time,” Holley said. “To meet this 
problem, we keep changing them 





FRANKLIN 


ur-X SUPREME 


on, 


‘Nobody Can 
Say More! 


_ wi 
> WA 
“es Taee* A 
ee 


DuPont 


/ ALATHON® 25° 


FRANKLIN PLASTICS 


INCORPORATED 
FRANKLIN, PENNSYLVANIA 


MANUFACTURING SINCE 1932 
FOR DATA & LITERATURE WRITE DEPT. C., FRANKLIN PLASTICS, INC. 
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to different locations in the store 
to make sure customers see them 

“For instance, one week we will 
have them displayed in the sport- 
ing goods section. A man comes in 
for a rod, reel, or similar merchan- 
dise, and he sees the bicycles. This 
starts him to thinking about pur- 
chasing one. The next week we may 
have them in the rear of the store 
in the paint department and this 
same customer comes in for a can 
of paint. Again he sees the bicycle. 
This constant reminder assures us 
that the customer will remember 
us when he gets ready to buy.” 

In addition, wheel goods occupy 
the entire side shelf to the left as 
a customer enters the front door. 
This shelf is near the ceiling and 
runs all the way from the sporting 
goods section in the front of the 
store, to the paint department in 
the rear. Over 20 wheel items may 
be displayed at one time. The line 
contains a wheel item for all ages, 
and prices vary from the cheapest 
to the most expensive. 

“Having the large wheel goods 
on the top shelf also serves as a 
means of giving us more display 
space on the floor,’”’ Holley stated. 
“While we try to have at least one 
wheel item of those we stock dis- 
played on the sales floor, this shelf 
serves as an extra display counter 
and attracts plenty of attention. 
Also we find many customers spot 
a particular item on the large shelf 
that they overlooked on the floor.” 

Wheel goods are used in the dis- 
play windows almost every month 
during the year. This serves to sug- 
gest to customers what to buy for 
that birthday present or to suggest 
that they use the store’s layaway 
plan for their children’s presents. 

“We try to give our wheel goods 
a special push early in July or 
August to start our customers 
thinking about buying Christmas 
presents early,” Holley explained. 
“We place signs on the wheel items 
reminding customers that these can 
be bought on terms—a small down 
payment and so much a month. In 
this way the customer can buy the 
more expensive items. A bicycle in 
the display window in July with a 
sign suggesting that it be put on 
layaway brings many additional 
customers into the store.” 

Prices are always marked on the 
wheel goods on display. Since 
wheel goods are displayed all about 
the store, salesmen often ask cus- 
tomers to look over their selection, 
but they are careful not to give 
them a high pressure sales talk. 
They feel their displays tel] the 
sales story. 
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Each month thousands of men engaged in 
the hardware industry throughout the South 
and Southwest meet Pa the pages of 
SOUTHERN HARDWARE for discussion and 
solution of mutual problems and presentation 
of new ideas and suggestions. 


For over thirty-five years SOUTHERN 
HARDWARE has been a dependable guide 
to the wholesale and retail hardware trade. 
Up-to-date information on all phases of the 
hardware business is found every month in 
its pages. 

The magazine has been built on a program 
of service to readers that covers: 


WINDOW DISPLAY 
COUNTER DISPLAY 
STORE MODERNIZATION 
CUSTOMER RELATIONS 
SALES PROMOTION 
ADVERTISING 

INVENTORY CONTROL 
EMPLOYEE RELATIONS 
SERVICE DEPARTMENTS 
CREDIT CONTROL 
ACCOUNTING PROCEDURES 
ASSOCIATION ACTIVITIES 


And very important, there is always local 
news about friendly people and their activ- 
ities in the Southern and Southwestern hard- 
ware trade—a feature that no other magazine 
has developed so fully. 


Each of these subjects is given special at- 
tention in its relation to the special needs 
and problems of Southern hardware men. 


Why don't you join this monthly get-to- 
gether? The modest subscription price of 
only $2.00 for THREE full years of informa- 
tive, value-packed reading is an outstanding 
investment in your future. 


If you aren't a subscriber, become one— 
or, if your subscription is about to lapse, re- 
new it! The small expense will be returned to 
you many times in the thousands of pages of 
valuable information that will be yours for 
the next three years. 


SOUTHERN HARDWARE 


806 Peachtree St., N.E. 
Atlanta 8, Georgia 











Summer Gateway to the 
multi-billion dollar 
housewares market 


660 exhibitors 


& TIMELY 


For today’s rapidly changing picture, here 
are the up-to-the-minute facts you need on 
products, plans and prices. 


& TIME-SAVING 


See the whole world of housewares and appli- 
ances, all under one roof. 


& ALL-TIME HIGH 


Largest summer exhibit in the history of the 
housewares industry. 


- 


— 
U 


ce A 


Atlant 


a 


by the 
NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 
1130 MERCHANDISE MART, CHICAGO 54, ILLINOIS 
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DEALER SALES AIDS 


= For more information on these sales 


= aids use the 


Cabinet Hardware Unit 


The Yale & Towne Manufacturing 
Co., White Plains, N. Y., announces 
the availability of the FM-1 cabinet 
lock merchandiser, Specially designed 
to bring cabinet locks within the 
realm of impulse sale hardware items, 
the board clearly indicates the proper 
use of each specific Yale lock mount- 
ed on it. 


The merchandiser is offered at no 
cost to dealers who purchase its 
mounted back-up stock at the dealer’s 
price of $23.93. Total retail value of 
the hardware is approximately $35. 
For more information— 

Write in No. Zl on card, Pg. 69 


Rifle Promotion Kit 


Daisy Manufacturing Co., Plym- 
outh, Mich., is offering dealers a free 
“Daisy for His Birthday” promotion 
kit to tie in with the company’s na- 
tional advertising. 

The kit features an 8%” x 11” dis- 
play card picturing a father saying 
“Happy Daisy Birthday, Son” plus 


54 


wet\ 2° a) 
easy 
Sweat 


illustrated text showing the many 
different national programs in which 
Daisy air rifle shooters can receive 
supervised shooting training. 

A compact pyramid gun display, 
912” x 9”, holding any Daisy air rifle 
or smoke rifle model plus five Daisy 
catalogs and a newspaper mat ad, 
completes the kit. For more informa- 
tion— 

Write in No. Z2 on card, Pg. 69 


Accessory Merchandiser 


To aid dealers in the organized 
sale of electric tools and accessories, a 
new Accessory Merchandiser Display 
Assortment is introduced by the 
Hardware Division of the Black & 


free post card on page 69 


Decker Manufacturing Co. Included 
accessories range from a tube of 
buffing compound, 30 cents retail, to 
the new hedge trimming attachment, 
latest accessory for a Black & Decker 
44” Drill, $19.95 retail. 

Built of metal and peg board, the 
display unit is designed and painted 
to blend with standard store fixtures. 
A sign at the top is removable, and 
may be replaced periodically with 
fresh panels for seasonal sales 
emphasis. 

Overall dimensions of the display 
utilize less than six square feet of 
floor space with a height of 63 inches. 
For more information— 

Write in No. Z3 on card, Pg. 69 


Light Bulb Display 


A light bulb merchandiser designed 
especially for extreme flexibility is 
announced by the Westinghouse 
Lamp Division, Bloomfield, N. J. 


Known as the FX-11, the merchan- 
diser is constructed of heavy gauge 
sheet metal throughout. Adjustable 
metal dividers permit flexibility of 
carton arrangements on the shelves; 
(Continued on page 55) 
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MER. 
CHANDISER 


Attractive 
floor unit, 
Measuring 


24° x21"x54" 


The_ new K-4 contains 21! of 
the most popular sizes and types 
of fixtures . . . 11 in transparent 
bags, 10 in open stock packages 
. .. plus 5 each of the most popu- 
lar kit, 4 convenient sizes of perfo- 
rated board and a supply of 
do-it-yourself folders. 


List Price $96.15 


K-2 MERCHANDISER SELF SERVICE BAGS 


Attractively printed, 
16°x20” counter unit, 
with ao stock of 18 
best selling fixtures 
ond supply of folders 


Eosily displayed in bin 
or perforated board for 
customer convenience 
improved appecronce 
easier selling 


ORDER FROM YOUR WHOLESALER 


Iurnbuchles Ine. 


“One good turn (buckle) deserves another” 
BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 
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metal bins permit “hash” displays. 

The merchandiser will hold 1300 
light bulbs. It measures 474%” wide 
by 2334” deep by 4’ high. Two of the 
merchandisers may be placed back- 
to-back for a deluxe end fixture. For 
more information— 

Write in No. Z4 on card, Pg. 69 


Automatic Waxer Unit 


Quickie Corp. of Philadelphia of- 
fers a floor waxer designed, pro- 
moted, and packaged to sell itself. 
The new item is the #71 Quickie 
Automatic Waxer and Polisher, with 
Wax-Miser dispenser and a dual-pur- 
pose applicator-buffer head. It is 
packed six to a carton, with extra re- 
placement heads. 


. 


oni, Sal 


The outer corrugated shipping case 
slips off, uncovering a colorful island 
display unit, which occupies less than 
one square foot of floor space. For 
more information— 

Write in No. Z5 on card, Pg. 69 


Padlock Merchandisers 


Three new padlock merchandisers 
are made available by The Yale & 
Towne Manufacturing Co., Lock & 
Hardware Division, White Plains, 
ea 

Eight different Yale padlocks are 
displayed on the HM-9 (right in ac- 
companying photo) which is free to 
dealers who purchase its accompany- 
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The NEW 


antitable Way te 
‘i aud Stock 


FAMOUS PHOENIX 
AND JUNIATA 


Horse and Mule Shoes 


HANDY 1/9 PAIR 


DISPLAY PACK 


Economical Size for Owners 


Permits Stocking Representative 
Patterns With Small Investment 


Easy to Handle on Counters 
and in Stock Room 


Over 300 Patterns and Sizes—also 
available in 50- and 100-lb. cartons 


Here's the convenient way to reclize extra profits, 
with minimum investment, from horse and mule 
shoes. With the new 10 Pair Pack, you need to 
stock only the most popular patterns and sizes for 
your orec. Take advantage of the profit oppor- 
tunities this market offers. Send coupon below for 
selection list and prices and free booklet “How to 
Care for the Feet of Your Horses and Mules.” 


PHOENIX MANUFACTURING COMPANY 
JOLUIET, ILLINOIS 
1882 
World's Largest 
Monvfocturer 
of Horse, Mule 
and Racing Shoes 


Horseshoe Products Division 86S 
Phoenix Manufacturing Company * Joliet, Illinois 


Send selection list for 10 Poir Pack and free booklet “How 
to Core for the Feet of Your Horses and Mules.” 
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HACK SAW 
— 


Better to Sell because 
your customers know 
they're Better to Buy 


Now is the time to check your 
stock of quality-made Victor 
Hack Saw Blades. Backed by 
consistent advertising, the full 
line offers your customers a blade 
for every metal cutting need. 

Special Flexible or Flexible 
The perfect blade for the boom- 
ing “do-it-yourself” market in 
your selling area. Economically 
priced. 

Moly® High Speed Steel 
A top quality blade that outlasts 
standard high speed blades by 
10 to 1. Easy to sell to those 
customers who want a long-last- 
ing blade at the right price. 

















THREE VICTOR HACK SAW FRAMES 
Here’s an “extra” item to boost 
the size of each sale. Blade 
changing is easy . . . automatic 
tensioning makes cutting easier 
by holding blade correctly. 


Colorful, 
eyecatching 
DISPLAY 
ASSORTMENTS 


Two selling display cards offer 
your customers a complete as- 
sortment of Victor Blades. No. 
166 features 10 “Molyflex” 
blades. No. 45 offers assortment 
of 3 Special Flexible Blades. 
Order them both and let them 
do your selling for you. 





Sold Only Through Recogni. 


Ask your Victor Distrib- 
. wtor for a supply of 
NEW Metal Cutting 
Wall Charts. 


Booklets and 
@ «707 


VICTQ@R 


VICTOR SAW WORKS, INC. 
MIDDLETOWN, WN. Y., U.S.A. 
Makers of Hand and Power Hacksaw 
Blades, Frames, and Mete!l and Wood 
bp Band Saw Blades of every type 
ize. 





ing stock of 24 padlocks at a dealer 
price of $15.60. Total suggested retail 
value is $23.00. Twelve different Yale 
padlocks, including two long shackle 
and one combination padlock, are dis- 
played on the HM-10 (eft) which is 
also free to dealers who purchase its 
accompanying stock of 24 locks at a 
dealer price of $18.79. Total suggested 
retail value of the HM-10 stock is 
$28.18. Both of these merchandisers 
include two new budget-priced pad- 
locks, the 247, which retails for 50 
cents, and the 249, which retails for 
60 cents. One of these padlocks is 
pictured in the photograph’s inset. 

The HM-8 (center) is free to deal- 
ers purchasing the four long shackle 
padlocks mounted on it at dealer cost 
of $3.60. Total suggested retail value 
of the HM-8 stock is $5.40. For more 
information— 

Write in No. Z6 on card, Pg. 69 

, ~» ™ 

Stevens-Burt Co., Water Master 
Co. Division, New Brunswick, N. J., 
provides a colorful display card for 
its all-angle toilet plunger. The card 
carries an illustrated message and is 
fitted with two holes to slip on the 
yellow plunger handle. For more in- 
formation— 

Write in No. Z7 on card, Pg. 69 


Wright-Bernet, Inc., Hamilton, 
Ohio, provides convenient packaging 
for its No. 1958, 12” plastic household 
push broom. The broom is packed 
four to a box including handles. The 
packaging is designed to save time, 
space, repacking, and extra handling 
for both the dealer and wholesaler. 
The broom itself is bristled with tur- 
quoise Berlight plastic, with the 
handle lacquered in matching tur- 
quoise. It is designed to list around 
$1.69 per brush, including handle. 
Catalog sheets are available. For 
more information— 

Write in No. Z8 on card, Pg. 69 


O. Ames Co., Parkersburg, W. Va., 
is offering a wide variety of ad mats 
on its full line of garden tools. Avail- 
able in one column size, the mats pro- 
vide generous space for imprint and 
price. A proof sheet showing avail- 
able mats is available upon request. 
For more information— 

Write in No. Z9 on card, Pg. 69 


American Tackle and Equipment 
Co., “A” and Somerset Street, Phila- 
delphia 34, Pa., is publishing a 
monthly newsletter for fishing tackle 
dealers. The publication is designed 
to give tackle dealers information so 
they can make more profit. The com- 
pany also makes available through 
its salesmen a package of 26 promo- 
tion pieces for dealers including na- 
tional ad blow-ups; window stream- 
ers, banners, and radio-TV spot an- 
nouncements. For more informa- 
tion— 

Write in No. Z10 on card, Pg. 69 


Swan Rubber Co., Bucyrus, Ohio, 
offers to dealers a wide variety of 


For further information use Handy Return Card, Page 69 





Every Homeowner’s a 
Red-hot Prospect for: .. 


Sealer-strip 
Alvminyny and Felt 


Weatherstripping 


for windows and doors 


_SOLUMBIA 


Wo rattles © Stops drafts © Holds heot inside © Keeps 
out dirt and cold © Saves on heating costs © Can be 
installed in minutes. 


This unique aluminum-felt weather- 
stripping can be readily installed by 
anyone in minutes. What’s more, it 
can be used where units are “‘out of 
square’”’ and will cover extremely wide 
cracks. Each attractive 2-color box 
contains 17’ of Sealer-strip, with nails 


and installation instructions. 
Look To 
: TIONAL AND COLUMBIA 
WEATHERSTRIPPING * 
fer + TRIPL-TITE’ ALUMINUM 
SIDING * PORCELAIN 
Quick Sales...) en amet BUILDING 
Nice Profits! } PANELS AND SIGNS 


\ 
COMPLETE LINE OF NA- 





Write or wire for details! 


NATIONAL METAL 
PRODUCTS COMPANY 


Weatherstrip Division 
2 Gateway Center, Pittsburgh, Po. 
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free retail sales-aid items on its gar- 
den hoses, including book matches, 
envelope stuffers, “small item” enve- 
lopes and pocket protectors. The com- 
pany, in addition, has designed the 
Swan “Merchandiser” metal display 
stand which, with casters, may be 
moved about the store or outside to 
attract sidewalk traffic. For more in- 
formation— 
Write in No. Z1l on card, Pg. 69 


Rubbermaid, Inc., Wooster, Ohio, 
offers dealers a free dispensing unit 
for its shelf and storage area rubber 
coverings, Rubbermaid Shelf-Kush- 
ion, which comes in 45’ rolls. Mer- 
chandising aids for dealers stocking 
the product include window and wall 
banners, and consumer folders which 
feature additional home uses for the 
rubber shelving. For more informa- 
tion— 

Write in No. Z12 on card, Pg. 69 


The Yale & Towne Manufacturing 
Co., Stamford, Conn., provides carded 
hardware as a dealer help in boosting 
sales. The company also advocates 
the use of mounted samples on dis- 
play boards as a permanent mer- 
chandising idea. Package merchan- 
disers are offered by the company for 
location in strategic positions. All 
merchandisers are in bright colors 
and polyethylene bags are used to 
package many of the products. For 
more information— 

Write in No. Z13 on card, Pg. 69 


The Acme Shear Co., Advertising 
Dept., 100 Hicks St., Bridgeport, 
Conn., is offering free to dealers mats 
for their local newspaper advertising 
on Kleencut Scissors and Shears. A 
four-page folder showing the 28 mats 
with a postage paid return order card 
is available upon request. For more 
information— 

Write in No. Z14 on card, Pg. 69 


Champion DeArment Tool Co., 
Meadville, Pa., offers dealers a wide 
range of sales aids including imprint 
book matches, display boards and 
display rolls, newspaper mats, count- 
er signs, decals, envelope stuffers, 
and counter coats for sales personnel. 
Display boards offered include No. 26 
which is designed as a permanent 
display. The 26 different pliers are 
fastened on the board which is %4” 
plywood, measuring 24”x 30”. Display 
boards 57, 75-A and 87, of the same 
size, are dispensing boards contain- 
ing selected assortments or the com- 
plete line of pliers. No charge is made 
for the boards when merchandise is 
purchased, boards remaining com- 
pany property. Small 4%” pliers 
available in five different patterns 
are merchandised on 3-color display 
board and are also available in a vel- 
vet lined fitted case. Advertised as 
Channellocks “Little Champ” pliers. 
A counter promotion kit contains 
nine of the Heavy Duty Slip Joint 
pliers—four 6”; three 8”; and two 
10” patterns. Each plier is individ- 
ually cartoned and all nine pliers are 
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at first sight 


Columbian Rope 

Merchandiser No. 57 

Size 54," long—44'," high 

without sign—23'4” deep 

Sign—!2'2" high Comes oe 
knocked down. Can be easily oO u mi ian 
assembled in a few minutes saan thd - 
Construction — Heavy gauge : ure wie 

steel! finished in light grey 

enamel. 





this NEW 
COLUMBIAN ROPE Merchandiser 


gives you a rope sales-making display 


The better any product is displayed, the more it is sold. And the 
Columbian No. 57 Rope Merchandiser is a show-case that will 
make daily additions to your sale of rope 

The new Merchandiser will hold Colpacks, coils and reels and 
is equipped with a simple and accurate measuring device and 
cutter. You can complete a sale in the time it takes you to cut 
a rope. The unused rope remains coiled, ready for the next 
customer. 

Columbian Manila Rope has a ready sale to boat-owners, 
homeowners, farmers—to everyone who uses rope. Shown in the 
No. 57 Merchandiser, it’s an unbeatable sales and profit com- 
bination for you. For full information, write Columbian Rope 
Co., Auburn, N. Y. 


COLUMBIAN Rope Company 
Auburn, “The Cordage City,” New York 
The Man Who Knows The Ropes Says, “Columbian!” 


For more information use Handy Return Card, Page 69 57 





packaged in a blue and white on sil- 
ver foil carton. Offered free is the 
3-color Salesmaker which sells any 
three Channellock pliers of the deal- 
er’s choice (plus a place in front for 
the No. 424 Ignition Plier). A self- 
contained easel and eyelet puts the 
display to work, on the counter or 
on the wall. For more information— 
Write in No. Z15 on card, Pg. 69 


Henry L. Hanson Co., Worcester, 
Mass., has available a Self-Seller 
Drill Display which requires 14 
inches of space. A clear cover high- 
lights the high speed drills which are 
held in supporting holes and serve as 
a drill gauge. The size and price are 


marked and quantities are varied ac- 
cording to demand. The cabinet has a 
storage rack for extra stock. An in- 
formation chart is also available. The 
Hanson Self-Seller Display Cabinet 
for taps and dies contains initial as- 
sortment of taps, dies, screw ex- 
tractors, die stocks and tap wrenches, 
including all popular sizes, and is 
graduated according to normal cus- 
tomer demands. The cabinet requires 
counter space 18 inches x 13 inches 
and has space in the back for extra 
stock. For more information— 
Write in No. Z16 on card, Pg. 69 


Supreme Products Corp., 2222 S. 
Calumet Ave., Chicago 16, IIl., has 





It’s easier 
to stock 
just ONE 


It’s PROF IT-WiISE 


to stock... 





You get more than a quality line when you handle Channellock 
pliers. You get the line with the best seller of them all... the 
Channellock No. 420. Hundreds of thousands of this one plier 
alone are sold every year by tool suppliers all over America. That's 
why these same suppliers tell us ‘‘It’s easier to stock just one line 

of pliers. We find it profit-wise to stock the complete Channellock 
line”. You will, too. Send for our new catalog. 


CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 


For further information use Handy Return Card, Page 69 





designed a colorful display, free to 
dealers, for its power drill auxiliary, 
the Versamatic. Included with the 
display are point-of-sale consumer 
leaflets. For more information— 
Write in No. Z17 on card, Pg. 69 


Aladdin Laboratories, Inc., 620 So. 
8th St., Minneapolis, Minn., encloses 
a dealer merchandising kit in each 
box of six JON-E’ Hand Warmers. 
Included is a cardboard counter dis- 
play, a four-color folder stuffer, a 
window streamer and a dealer’s re- 
turn order post card for additional 
material. Four - color, self - adhering 
clear acetate, 10” x 24” window post- 
ers for glass doors, display windows 
and display cases are now available 
from the company, direct. For more 
information— 

Write in No. Z18 on card, Pg. 69 


Plymouth Cordage Co., Plymouth, 
Mass., offers dealers a wide range of 
promotional literature, colorful point- 
of-sale displays, and several rope dis- 
pensers. Literature includes pam- 
phlets on use of rope on farms, on 
boats and in industry. Dispensers in- 
clude the SalesRak which sells rope 
off the spool in any length up to 300’. 
The SalesMaker, available in counter 
or floor models, holds seven sizes of 
rope, which can be cut on dispenser 
to desired length. A cardboard dis- 
play occupying less than two feet of 
floor space is available for merchan- 
dising an assortment of ropes and 
twines. All sales aids are available 
through Plymouth wholesalers. For 
more information— 

Write in No. Z19 on card, Pg. 69 


Columbian Rope Co., Auburn, N. 
Y., has available for dealers two new 
rope merchandisers, available 
through wholesalers. The Columbian 
Rope Merchandiser No. 57 holds six 
full reels or six full cartons of rope, 
two of which may be the 100% size; 
will hold either cartons or reels or 
any combination of both. From the 
position of the units on the merchan- 
diser, rope is fed through guides to a 
measuring device and a cutter for 
rapid selling. The “Pick-Me-Up” 
Rope Coil Merchandiser holds indi- 
vidually wrapped 50 ft. and 100 ft. 
coils of 4”, 38”, and 4%” dia. Manila 
rope. The unit is furnished at no cost 
with an initial order of approximate- 
ly 100 lbs. of rope which stocks it. 
All metal and mounted on casters, its 
dimensions are 22” x 22” x 4542” and 
requires iess than 4 sq. ft. of floor 
space; permits complete self-service. 
Also available for dealers is a stand- 
ard assortment of window display 
material including ship _ cutouts, 
samples of Manila and sisal fibre, 
folders and pamphlets, and a color- 
ful dealer sign. Various counter dis- 
play cartons of jute twines, Mason’s 
line, and Christmas twine are also 
available. For more information— 

Write in No. Z20 on card, Pg. 69 


The Weber Lifelike Fly Co., Stev- 
ens Point, Wis., offers a variety of 
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permanent metal displays for flies, 
loose hooks, treble hooks, snap-swiv- 
els, Redi-Pak nylon packages and 
other tackle items. The new No. RR74 
revolving rack displays 72 hinge-cov- 
er plastic boxes of ringed hooks. Nos. 
RR144 and RR146 are also revolving 
racks; each holds one gross of hinge- 
cover plastic boxes and is designed 
to display flies and snap-swivels as 
well as loose hooks. Half - size sta- 
tionary units of the latter, Nos. R72 
and R73, display half the quantities 
of tackle items. Combination assort- 
ments of flies, loose hooks, and snap- 
swivels may be displayed on most of 
these racks. One-, two-, and three- 
tier revolving racks for Weber dis- 
play panels continue to be offered. 
No. RR12, another revolving metal 
display, holds one gross of Redi-Pak 
nylon coils. A number of other dis- 
play boards, boxes, and other pack- 
ages are available. For more infor- 
mation— 
Write in No. Z21 on card, Pg. 69 


Crescent Tool Co., Jamestown, N. 
Y., has available displays for all the 
better selling items in its complete 
line of wrenches, pliers, screwdrivers, 
hacksaws, tinner’s snips, special line- 
man’s tools, etc. The displays, 22 in 
all, cam be mounted in units of one, 
two, four, six, 12 and 16 panels. Vari- 
ous fixtures are offered by the com- 
pany at a small cost. No charge is 
made for the display panels, they are 


billed at the cost of the tools on them 
Stands to mount four, six, 12, and 16 
panels are available at low cost. 
Crescent also has display cards avail- 
able at no cost. For more informa- 
tion— 

Write in No. Z22 on card, Pg. 69 


Chas. O. Larson Co., P. O. Box 358, 
Sterling, Ill., manufacturers of wire 
goods, wire specialties and hardware 
construction sets for the do-it-your- 
self trade, has available for dealers 
envelope stuffers on Saw Horse 
Brackets and various construction 
sets, which may be obtained in mod- 
erate quantities without charge upon 
request. A Silent Salesman Wire Dis- 
play Rack is available without charge 
in a choice of two balanced assort- 
ments of four construction sets 
Counter models for three styles of 
Saw Horse Brackets and one style of 
Folding Leg Brackets are available 
without charge under certain condi- 
tions through wholesalers. For more 
information— 

Write in No. Z23 on card, Pg. 69 


Foley Manufacturing Co., 3300 5th 
St., N.E., Minneapolis 18, Minn., con- 
tinues its 14-day trial offer on 20” 
and 23” deluxe Foley mowers, as a 
promotional aid to dealers. A cus- 
tomer is allowed a 14-day trial on 
his lawn. If not satisfied, he may re- 
turn the mower and get his money 
back. The dealer has nothing to lose 


as the company states that it will re- 
place the used mower whenever re- 
quested. A window streamer and ad- 
vertising mats also are available. In 
its advertising program, a two-col- 
umn six-inch mat will be run free in 
any dealer’s local paper if that dealer 
will purchase three deluxe model 
mowers (excluding Tartan models) 
In metropolitan areas the dealers will 
be listed, free, on a big dealer listing 
ad. Under the co-op ad plan, after the 
first ad is run free, the company will 
then cooperate on a 50-50 basis with 
dealers on their future Foley mower 
newspaper advertising when using its 
standard ad mats. For more informa- 
tion— 
Write in No. Z24 on card, Pg. 69 


Lamson & Sessions Co., 5000 Tiede- 
man Rd., Cleveland 9, Ohio, makes 
available to dealers a colorful flexible 
bolt display, the stand of which is 
54” high, 24” wide, and 24” deep. Dis- 
play trays are 14” deep, 23” wide, 
and 9” high, and provide an eye- 
catching setting for the company’s 
“Brite-Plated” bolts, nuts, and 
screws. For more information— 

Write in No. Z25 on card, Pg. 69 


Lazy Boy Lawn Mower Co., Inc., 
301 West 73rd St., Kansas City, Mo., 
offers to dealers without charge full- 
color eight-page insert folders with 
imprint space provided and which 





EVERY PROVEN FEATURE FOR TROUBLE-FREE, EFFORTLESS CASTING! 


ON-OFF CLICK 


BEVELED GEARS 


THUMB CONTROL 


\, 


sal 


SOUTHERN HARDWARE for June, 1958 


7 


HEX DRAG 


NON-REVERSE 


DRAIN 


STATIONARY SPOOL 


CLOSED FACE 


FAST RETRIEVE 


a“ 


le 
— 


LIGHTWEIGHT 


HOLE Cast-Flo Deluxe ‘900' 
factory-filled with 
120 yards 6 ib. mone- 


$1795 


HANDLE filament, 


The Sensational 


) CAST-FLO 


EASIEST REEL TO CAST THAT WAS EVER MADE! 


LANGLEY CORPORATION, DEPT. 7 310 EUCLID AVENUE, GAN DIEGO 12. CALIF. 


For more information use Handy Return Card, Page 69 59 
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ASKED FOR IT! — 


TT IS! . 


¥: 
4) | ef 


FROM 
=n 


universal 
replacement dd 


operator Jars 
FOR MODERN JALOUSIE WINDOWS 


FITS RIGHT OR LEFT 


Hardware sales go up . . . Stocking problems go down! 


SSUES 
ON SIGHT! 


This colorful point of 
sale counter carton pro 
motes sales! Advertised 
nationally, this answer 
ee, ae 
window problem ‘ 
READY TO SELL becouse 
t is ALREADY N 
DEMAND! 


A COMPLETE 


WIT Y0dp seyy 


The kit contains a heavy duty operator case with segment and worm 
gear mechanism, anchor pins, removable handle, and adjustable link. 
The mounting templet is printed right on the individual operator 
package! PLUS...Complete instructions in understandable terms. 


WRITE FOR DETAILS 


ndersomn 
ieeoe: Mf ro 


P.O. BOX 2562 RIO PIEDRAS. PUERTO RICO 


60 For further information use Handy Return Card, Page 69 


Keep Cool, mister! with 


ARCTIC 
BOY 


portable water 
é coolers 
Rugged Construction 


. good everywhere 
men work! 


Galvanized inset, hot 
dipped after forming 
for flaw-free finish! 


Large top opening, 
easy to ice, fill 
and clean. 


Send for complete 
information and 
booklet “‘Care and 
Use of Your Cooler.”’ 
Write Dept. H-44 


THE SCHLUETER MFG. CO. * ST. LOUIS 7, MO. 








Designed, Endorsed and Used by Champions! 
One look and you'll know Hydro-Flites are built to do a job! Every line 
every feature spells quality to the prospective buyer. The Mydro-Flite lines 
include competition models designed, endorsed and used by Internationa! 
Champion, Willa McGuire. Beginners and experts alike put their faith 
in these great ‘skis! Hydro-Flite is a complete line — 16 models to fit 
every water skiing need, p/us a full line of highly saleable accessories! And 
they're priced to keep you on top of the sale. Here's the proven bes? in 
water skis — profitable HEDLUND HYDRO-FLITES! 
Your customers are pre-sold on Hedlund through powerful na 
tional advertising in leading sport and boating publications 
Orders for the South shipped from our 
plant in Opelika, Alabama! 
“THE SKI WITH A PEDIGREE" 


HEDLUND MARES eee co. 


—E AND PLANT: NOKOM N 


PLANT PELIKA, ALABAMA 
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fold to 3%-inch x 64-inch size. 
Newspaper ad mats in two-column by 
three-inch size are provided also, 
each describing one of the company’s 
four most popular models. For more 
information— 

Write in No. Z26 on card, Pg. 69 


Langley Corp., 310 Euclid Ave., San 
Diego 14, Calif., is offering to deal- 
ers, nine free newspaper ad mats, 
ranging in size from 1 col. x 7” to 
2 col. x 11”, to stimulate sales of its 
casting and spinning reels and the 
Fisherman’s De-Liar. Two ads fea- 
ture the Langley Cast-Flo Deluxe 
Model 900 closed face reel. All ads 
require only insertion of the dealer’s 
name and address. Each ad is repro- 
duced in a 4-page ad mat brochure, 
available without charge to all deal- 
ers on request. A coupon is included 
to simplify and speed ordering of 
specific mats. For more information— 

Write in No. Z27 on card, Pg. 69 


Kaiser Aluminum & Chemical 
Sales, Inc., 919 N. Michigan Ave., Chi- 
cago 11, Ill., makes available to deal- 
ers work drawings with complete 
bills of materials on 22 Farm Service 
Buildings; also complete plans for a 
carport and patio roof. The pocket- 
size Conversion Calculator to speed 
and simplify aluminum roofing cal- 
culations is offered. It is made of 
heavy cardboard and operates like a 
slide rule. One side of the calculator 


lists computations for corrugated and The Garcia Corp., 268 Fourth Ave., 
five - V - crimp roofing sheet in 26- New York 10, N. Y., offers dealers a 
inch widths and in lengths ranging wide assortment of sales aids, includ- 
from six to 12 feet. The other side ing a retailer consultant service and 
contains similar data for 48-inch wide assistance from fishing experts who 
corrugated sheet. Other promotional set up in-store demonstrations and 
aids include $25 free advertising al- lectures. A library of 16mm _ sound- 
lowance for all new dealers, free di- color films covering various fishing 
rect mail program to 250 customers subjects are lent free to dealers, 
times annually, clubs, schools, and other organiza- 
identification plaques, in-store dis- tions upon dealers’ requests to Gar- 
play and plans rack, banners, mobiles, cia representatives. Merchandising 
consumer folders, and plans catalogs aids include the Mitchell Counter 
For more information— Card, die-cut for holding a Mitchell 
Write in No. Z28 on card, Pg. 69 reel and one spool of Platyl; display 
stand for Mitchell reels; an Abu Re- 
Rubbermaid, Inc., Wooster, Ohio, is flex transparent window streamer; 
sponsoring a giveaway type promo- an in-store streamer illustrating Six 
tion which enables retailers to give Steps to Successful Spin Casting; 
customers the combined gift of a De- large and small size streamers featur- 
luxe Plate Scraper and a Deluxe ing Mitchell reels; instruction man- 
Bottle & Jar Scraper—a regular 68c uals for all reels, with complete parts 
value—with the purchase of either of diagrams; and others. Available to 
two popular size Rubbermaid Drainer dealers free in limited quantities is 
Trays. The promotion is being backed the 1958 Garcia Fishing Tackle An- 
up by a complete promotional kit for nual which sells to customers for 25¢. 
each one-dozen order. Each kit in- The Annual consists of 84 pages illus- 
cludes 12 sets of the scrapers, bagged trated in full color and is filled with 
and banded for retail display; a four- articles, tips, and stories written by 
color wall or window banner for store top writers. For more information— 
announcement of the offer; proofs of Write in No. Z30 on card, Pg. 69 
free advertising mats; an easel dis- 
play card to be used with the Trays; The Edwin H. Fitler Co., Philadel- 
samples of a free consumer statement phia 24, Pa., offers the following sales 
stuffer on the offer; and a letter of aids: (1) Octagonal Display and Dis- 
instructions as to how to get maxi- penser Boxes for 3/16” dia. up to and 
mum sales. For more information— including %4” dia. sizes both Manila 
Write in No. Z29 on card, Pg. 69 and sisal rope. (2) Fitler measured 


or prospects four 








Automatic 


healthier 


any time 


Silent Sioux has of- 


wets for over 36 


yeors. Full volume and with 


lowed. For more in- 


tor or write. 











SILENT SIOUX CORP., 8635 W. College 
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this pre-sold, nationally ad- — ° 
vertised timer valve. Controlled vanizing . . . uniform and smooth edge... 
moisture allows greener lawns, 
i water. One and two hour 
units available. "Waterboy and 8 . 8 mesh. 
Automatic’’ shuts off water at 


proven since Aosa. 311'50 ond 
EXTRA gage ~ — 

SALES ae G. F. WRIGHT STEEL G WIRE CO. 
fered quality prod- FOR YOU. 


shipping discounts al- “WHIRLWAY” WALL FAN 


formation on the com- Solves heat circulation prob- 


plete Silent? Sioux line lems. Cuts fuel bills, provides Ee) ee ae 
. greater comfort. Offers cool 
contact your distribu- and refreshing air in the hot 
sticky months. Designed for easy 





WO y-| LOOK! Smo-o-0-th Edge 


WATER TIMER 20 a 


VALVE eo |. | oe or oe 


shuts off water 
automatically 


Wright Weldedge Hardware Cloth 


sales for you—with has strength and rigidity . . . heavy gal- 


plants without wast- unrolls straight and flat. 2x 2,3x3, 4x4 


selected. Fits garden Available from jobbers everywhere 


WORCESTER, MASSACHUSETTS 


E. L. Hornibrook Co. Lawrence J. Baldwin & Son, 
Box {76, 306 Carondelet Bidg 
Avondale Estates, Ga New Orleans 12, La 





Ave., Orange City, Ia. 
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rope marked at intervals of 5’. Avail- 
able on request in Fitler Octags only 
in sizes “4”, 5/16”, 3%”, and %” 
diameters. (3) A wire rack requiring 
20” x 30” floor space for displaying 
and dispensing three sizes of rope—a 
small charge made for this rack when 
ordered with 300 lbs. or more of rope. 
(4) “Take-Along” coils of Fitler Ma- 
nila rope. 50’ and 100’ individual coils 
wrapped in polyethylene for self- 
service selling from Dispenser Rack. 
The rack, on rollers, is furnished free 
when a complete group is ordered. 
Delivered in 300 lb. lots (order may 
be combined with other Manila rope). 
(5) The No. 57 Rope Merchandiser, 
5442” x 444%” x 23%”, will hold six 
full Octags or six full reels of rope or 
a combination of both. Rope feeds 
through guides to a measuring device 
and cutter. (6) Display Box contain- 
ing 50’ connected coils of either “4”, 
5/16”, 38”, dia. sizes and 25’ con- 
nected coils 4%” dia. size, Fitler “Sta- 
bilized” filament nylon yacht rope. 
(7) Display Boxes containing Fitler 
yellow polyethylene or Fitler Manila 
water ski tow ropes—six boxes to a 
master shipping carton. To all deal- 
ers handling Fitler brand Manila 
rope, Fitler will furnish, on request, 
metal signs for counter or wall use. 
For more information— 
Write in No. Z31 on card, Pg. 69 


Gale Products, Dept. 517 A, Gales- 
burg, Ill., makes available to Bucca- 


neer dealers a complete line of mer- 
chandising aids. Included are dealer 
signs, display pieces, point of sale aids 
and a complete stock of literature on 
its eight 1958 model Buccaneer mo- 
tors. For more information— 

Write in No. Z32 on card, Pg. 69 


Tennessee Coal & Iron Division, 
United States Steel Corp., Fairfield, 
Ala., offers dealers promotional items 
which include folders, leaflets, and 
the Farmers and Ranchers Handbook 
Color folders feature such items as 
the Griptite Staple and Ranger 
Barbed Wire. Also available to deal- 
ers is a library of films designed for 
showing to farmer, civic, social, and 
educational groups. Films may be 
borrowed without charge, with a film 
catalog supplied on request. For more 
information— 

Write in No. Z33 on card, Pg. 69 


Rain Jet Corp., 6253 Hollywood 
Blvd., Hollywood 28, Calif., has avail- 
able a detailed and fully illustrated 
instruction sheet showing how to 
plan, lay out and install a Rain Jet 
sprinkler system. In addition to in- 
structions, there are templates for 
each of the 12 heads in the line to 
facilitate planning the locations of the 
sprinkler heads on the drawing. Also 
offered to dealers is a 10%” x 14” 
display rack, with an initial balanced 
assortment. The heads are packaged 
individually in color-coded cartons. 


Net to dealer is $42.60 with a 33144% 
mark-up. A supply of envelope 
stuffers and instruction sheets is in- 
cluded with each rack shipment. For 
more information— 

Write in No. Z34 on card, Pg. 69 


Republic Steel Corp., 1441 Republic 
Bldg., Cleveland 1, Ohio, offers the 
Blue Ridge Roofing 15-piece kit for 
dealers which contains dealer infor- 
mation and sales guide folder, news- 
paper ad mat sheets, publicity release, 
catalog sheet, radio spots, and full- 
size samples of window banner, hang- 
er or counter card, and consumer 
folders for Blue Ridge and other Re- 
public farm products. If dealer wants 
ad mats, or sales material in bulk, the 
kit includes a postage-paid order 
card. For more information— 

Write in No. Z35 on card, Pg. 69 


The Ruberoid Co., 500 Fifth Ave., 
New York 36, New York, manufac- 
turers of building products, offers a 
wide selection of envelope stuffers, 
window display material, counter dis- 
plays, and special store displays in 
numerous sizes, colors, and materials. 
These include a 6-tier wire rack dis- 
play for asbestos siding, rigid model 
boards, etc.; a two-piece metal en- 
trance doorway sign; and a truck 
sign. Also included are a number of 
colorful counter displays. For more 
information 

Write in No. Z36 on card, Pg. 69 





CY, the only knife with easy-to-adjust 
iS six position blade. Even cuts linoleum! 


to cut — 


wall board, 
linoleum 


to carve wood 





to score, 
with metal 
straight edge 


K 8 to clip coupons 





to slit 
corrugated boxes 





Aluminum handle contains five spare blades. Individually 
boxed, complete with five blades, six to a display. Retail 
$1.00 each. Refill package of 5 quality blades, 55¢. Ten 


packages to a two color display. 


And—Red Devil’s pricing policy of 
40% “full discount” applies. 


Red Devil Tools. 


Union, N. J., U.S.A. 


For further information use Handy Return Card, Page 69 


to scrape windows 





@ 2 


BIG WHEELS with ball bearings mean easy rolling on all 
types of terrain, banks included. 


BELT DRIVE means no more bent crankshafts regardless of 
what you might hit. If your customer has a small yard, a 
school yard or an institution, there is a BELT DRIVEN CLARK 
ROTARY MOWER WITH BIG WHEELS TO DO HIS JOB 
BETTER AND EASIER. 


Standard equipment includes hand throttle, big Wheels with 
heavy duty tires, Recoil starter, special alloy steel one piece 
blade, front spray chute and all welded steel construction. 


MR. DEALER: WRITE FOR FRANCHISE INFORMATION TODAY. 


CLARK MANUFACTURING CO. 


2468 MELVILLE ROAD 
DECATUR, GA., U. S. A. 





out 


a <: HAVE YOU 
| CONSIDERED 


THE MANY 
ADVANTAGES 
OF A BELT 
DRIVE AND 
BIG WHEELS 
IN THE HEAVY 
DUTY CLARK 
ROTARY 
MOWER? 


PHONE DRake 7-336! 
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Nixdorff-Krein Manufacturing Co., 
916 Howard St., St. Louis 6, Mo., has 
available the Merchaindiser Display 
Rack which holds eight of the com- 
pany’s fastest selling types and sizes 
of chain with a built-in chain cutter. 
The reels have square holes to pre- 
vent chain from running out on the 
floor. The display has a spare rack 
for extra stock and has a tubular 
steel frame with no sharp edges. For 
more information— 

Write in No. Z37 on card, Pg. 69 


The Moto - Mower Co., Richmond, 
Ind., offers to dealers a 50-50 co-op 
advertising plan (unlimited) in addi- 
tion to a number of other sales helps. 
Each preferred dealer is sent a win- 
dow display kit which includes win- 
dow streamers, jumbo display cards, 
wall charts, authorized dealer decals, 
and consumer folders. A lawn care 
folder called “How We Built the Most 
Beautiful Lawn in Town” is made 
available to dealers as a give-away to 
persons who visit the store or as a di- 
rect mailing piece Dealers are 
charged $2.00 per 100; $15.00 per 
1,000. For more information— 

Write in No. Z38 on card, Pg. 69 


Fuller Tool Co., Inc., 3522 Webster 
Ave., New York 67, N. Y., offers a 
complete self-service “screwdriver 
department” in the form of hang-up 
rack at no cost to dealers. Fuller 


screwdrivers, individually carded and 
priced, may be hung from the rack 
for customer convenience. For more 
information— 

Write in No. Z39 on card, Pg. 69 


Moore Push-Pin Co., 113-25 Berkley 
St., Philadelphia 44, Pa., offers a 
counter display stand, the Moore 
720B, which holds 72 “serve-yourself” 
window packets of Moore picture 
hangers. All metal, the revolving 
display is 10%” high, with a 9” 
diameter base. For more informa- 
tion— 

Write in No. Z40 on card, Pg. 69 


O. F. Mossberg & Sons, Inc., P. O. 
Box 1302, New Haven, Conn., makes 
available to dealers 8-page consumer 
folders for enclosure with mailings or 
counter use; a 6-page consumer fold- 
er on Mossberg’s 4X scopes and its 
latest adjustable power scope; 4-page 
consumer folder on the Covey Hand 
Trap; a Mossberg emblem decal for 
use on door or window; and a Retail 
Sales Manual for the dealer and his 
sales staff. In addition, the company 
offers free electrotype advertising 
mats, as well as radio and TV com- 
mercials. For more information— 

Write in No. Z41 on card, Pg. 69 


Upson Brothers, Inc., 65 Broad St., 
Rochester 14, N. Y., offers a perma- 
nent, self-service display of all plas- 


tic construction at no extra cost for 
the TD-48 Hold-E-Zee screwdriver 
assortment. This Tenite display holds 
a stock of 48—17 types and sizes— 
one to six of a kind. Each driver is 
marked on the display for number 
and price for easy replacement when 
sold. For more information— 
Write in No. Z42 on card, Pg. 69 


Alan Wood Steel Co., Conshohock- 
en, Pa., has available copies of its 
A. W. Cut Nail descriptive leaflet. 
For more information— 

Write in No. Z43 on card, Pg. 69 


Stanley Hardware, Division of the 
Stanley Works, 763 Lake St., New 
Britain, Conn., announces new and 
improved merchandising features for 
its household hardware, including 
packaging, layout guides, and dis- 
plays. Available to dealers is the N2 
pegboard display stand which allows 
vertical or horizontal item arrange- 
ment. Stanley products are now 
visually packed, mounted on yellow 
and black space-saving cards, on the 
back of which carry all customer in- 
formation: item name and number, 
suggested usage, proper application, 
finish, and materials. For more in- 
formation 

Write in No. Z44 on card, Pg. 69 


Carolina Washboard Co., Raleigh, 
N. C., offers a colorful display carton 





ALL POSITION 


CHECK 
VALVES 


For steam, hot or cold 
water, oil, gas and compounds. 


Sensitive... Noiseless 


Designed for rugged service. These valves 

are also available with rubber poppets for 

use with air or cold water. Sensitive in 

operation. Work in any position. Made 

ii seven sizes, 200 lbs. pressure. Won’t 

stick. We will design special Check 
Valves. Tell us your needs. 


Write today for Bulletin 204, or 
telephone Harrison 3313 today. 








lee 


ROOF VENTS 


uv-rPak Lne. 


Galvanized 


VENTILATOR 


@ PRIME COATED 


@ FHA APPROVED 
@ HEAVY GAUGE 


@ WEATHER-PROOF 
@ EASILY INSTALLED 


LOUV-R-PAK, INC. 


and Aluminum 


(Galvanized) 


METAL 


RECESS TYPE 


one piece 
nothing to 


assemble 


EAVE VENTS 


Write for name and address of your nearest Distributor. 


STRATAFLO PRODUCTS, INC. 
3629 E. FIRST ST. FORT WORTH, TEXAS 


FORT WAYNE, INDIANA 


Write for 
FREE Catalog 
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which contains the following assort- 
ment of Carolina Fishing Floats: 4 
doz. No. 000, $.90 per doz.; 4 doz. No. 
00, $.90 per doz.; 2 doz. No. 0, $1.20 
per doz.; 2 doz. No. 1, $1.20 per doz.; 
2 doz. No. 2, $1.20 per doz.; 1 doz. No. 
3, $1.50 per doz.—list price is $16.00. 
For more information— 
Write in No. Z45 on card, Pg. 69 


S. G. Taylor Chain Co., Inc., Ham- 
mond, Ind., and Pittsburgh, Pa., of- 
fers dealers a chain display stand 
with long - leverage chain cutter. 
When holding its maximum seven 
reels, it serves as a chain department 
in itself, occupying less than two 
square feet of floor space. For more 
information— 

Write in No. Z46 on card, Pg. 69 


Wickwire Brothers, Inc., Cortland, 
N. Y., offers for dealer use a mer- 
chandising kit containing colorful 
posters and folders promoting the 
company’s line of wire products. Ex- 
tra posters for windows and folders 
for counter give-aways and envelope 
stuffers are available in addition to 
ad mats of company products. For 
more information— 

Write in No. Z47 on card, Pg. 69 


Petersen Mfg. Co., Dept. SH-3, De- 
Witt, Neb., offers free promotional 
material for its new vise-grip (with 
easy release), consisting of a “space- 
saver” counter display and window 


banner. An introductory offer is 
available for one free No. 10R vise- 
grip (a $2.45 value) with purchase of 
an eight-tool counter sales kit. Deal- 
er cost for the kit is $13.00, with re- 
tail price, $19.50. For more informa- 
tion— 
Write in No. Z48 on card, Pg. 69 


Daisy Manufacturing Co., Dept. 
3837, Plymouth, Mich., has created a 
free dealer promotion package con- 
sisting of: a pyramid gun display 
(cowboy hat size) die-cut to hold any 
Daisy and card; a display card for 
the pyramid, and a newspaper adver- 
tising mat. For more information— 

Write in No. Z49 on card, Pg. 69 


Hanson Scale Co., 1777 Shermer 
Rd., Northbrook, II11., offers its dealers 
two scale promoter display stands. 
Display #D-103 is a wooden stand 
free to any dealer who has Hanson 
will hold seven sets, and is 
18” wide by 14” deep. A bath scale 
sampler of six scales, No. 3580, in- 
cludes without charge a merchan- 
diser which can be used on the count- 
er, floor or in windows. It is finished 
with soft rose background and jade 
green trim. For more information— 

Write in No. Z50 on card, Pg. 69 


scales, 


Jackson Manufacturing Co., Harris- 
burg, Pa., has available the follow- 
ing sales aids: 3-fold color circular 
on home and garden equipment line; 


page printed in two colors, 
both sides, describing wheelbarrows, 
lawn rollers, garden carts, and lawn 
spreaders; 2-column newspaper mats 
featuring Lawn Sprayer and/or 2-in- 
1 Spreader-Cart; single-column news- 
paper mats illustrating any one of 
the garden equipment line. For more 
information— 
Write in No. Z51 on card, Pg. 69 


842” x 11” 


Amerock Corp., Rockford, IL, of- 
fers colored envelope stuffers illus- 
trating the full line of cabinet hard- 
ware for consumers. The folder in- 
cludes the full line of pulls, knobs, 
hinges, catches, and window sash 
locks and lifts. Space is provided for 
imprinting. For more information— 

Write in No. Z52 on card, Pg. 69 


Heineke & Co., Springfield, IL, of- 
fers Excello mower dealers a special 
demonstration package featuring the 
Model 271, 21” rotary with “Excello- 
matic” start-run-stop fingertip con- 
trol. With each single purchase of any 
assortment of six power mowers by a 
dealer, the company will ship, freight 
prepaid, one Model 271 at a special 
low price, with a kit of sales aids, 
free of charge, consisting of the fol- 
lowing: display stand; handle feature 
card; window banner; door banner; 
lawn care brochure; power mower 
trade-in “Blue Book;” leaf mulcher 
kit; envelope folders; window “Au- 





IN. 
TAPES! 





Evearea wie 0. 





—because they're ‘ in perform. 


ance ... tops in sales-making 
packaging . . . and tops in quality 
—a tape for every purpose! Evans 
puts dynamic merchandising 
punch on your counter .. . top 
profits in your till. You can’t miss 
with Evans—the line priced for 
mass appeal, mass sales! 


ASK YOUR JOBBER NOW! 


Elizabeth, N. J. 
Montreal, Quebec 


World’s Largest Manufacturer 
of Steel Measuring Tapes 











SALES REPRESENTATION WANTED 


DEALERS PROFI T. 
CUSTOMERS ARE SATISFIED} 


RUST-X 


T. M. REGIS 


The Magical Rust Remover 


Manufacturers Reps.—Distributors— 
Jobbers—HANDLE RUST-X ~~ 


Unconditionally Guaranteed to Remove Rust from ali Metals 


oe 











Hundreds of Rust Removing Uses 
Large and Small Machine Parts, 
Appliances, Metal Furniture, Garden Tools, 
Golf Clubs, Fishing Gear, Farm Machinery, 
Aircraft Parts, Marine and Auto Engines. 


Office 





Factory and Home Tools Kitchen 
Machinery, 
Construction Steel, 








FOR INFORMATION WRITE 
Gust SALES CORP. 
Tamiami °. Miami 


Box 44284 
ust and Mildew Preventive Chemical Products 





C. F. ADAMS, Inc. 


44, Florida 











64 


For further information use Handy Return Card, Page 69 


wih ADAMS 


Uniform thickness and exclusive 
waterproofing prevents leakage and 
waste . . . keeps your customers 
asking for more. Special attention 
piven odd size cup orders. Backed 

advertising throughout the South 
a Southwest. 


You can also profit from 
KAYO, TIP-TOP and ADAMS 


Steel hand tools, cold chisels, punches, etc. 


420 South Loke St 
Fort Worth, Texas 
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thorized Dealer” decal; full line giant 
wall banner; master repair parts 
charts; order blank for dealers to re- 
quest additional quantities, free of 
charge, of these sales aids, plus news- 
paper mats, radio and television 
spots. For more information— 
Write in No. Z53 on card, Pg. 69 


The Irwin Auger Bit Co., Wilming- 
ton, Ohio, offers to dealers free metal 
display merchandisers with the fol- 
lowing assortments. No. M-62T con- 
tains metal wall merchandiser and 
13 bit assortment of the Irwin Sello- 
paked 62T Bits, one of each size 
4/16” through 16/16”. No. M-88 con- 
tains metal wall merchandiser and 20 
bit assortment of the Irwin Sello- 
paked Speedbor “88” Wood Bits for 
electric drills, two each of even sizes 
and one each of odd sizes 4%” to 1”. 
No. 430 contains metal wall merchan- 
diser with assortment of 30 amber 
plastic handle screwdrivers in the 
five most popular sizes. All displays 
have colorful baked enamel finish 
and fit in a minimum of space. A 
booklet on the selection, use and care 
of bits, and a variety of envelope 
stuffers are also available. For more 
information— 


charge. A self-mailer on the com- 
pany’s Jet-Lite line of shovels, spades 
and scoops can be used by the whole- 
saler and the dealer alike and is 
available in any quantity upon re- 
quest. A floor type shovel rack which 
provides a great degree of flexibility 
inasmuch as it can be moved from 
one part of the store to another and 
which displays six or more shovels, 
spades and scoops is made available 
at a small extra cost. Also at modest 
cost, the company offers three mer- 
chandiser and display rack deals for 
shovel and steel goods. For more in- 
formation— 
Write in No. Z55 on card, Pg. 69 


American Biltrite Rubber Co., P. O. 
Box 1071, Boston 3, Mass., provides 
dealers with a group of advertising 
mats for Biltrite Garden Hose and 
Sprinklers. A metal hose shopping 
center rack is offered at a nominal 
cost. Also available is a special three- 
piece display, specially easled to stand 
alone or mount on a three-section 
pole which is also supplied, to serve 
on counters, in windows or mass dis- 
play within the store. For more in- 
formation— 

Write in No. Z56 on card, Pg. 69 


Scott - Atwater Manufacturing Co.. 
2901 East Hennepin Ave., Minne- 
apolis 13, Minn., in its “Advertising 
and Promotion Dealer Handbook,” 
covers all of the sales promotion ma- 
terial available to Scott-Atwater 
dealers in 1958. This material in- 
cludes formats and ad_ builders; 
window streamers which feature 
Scott-Atwater’s 1958 motors; hand- 
out stuffers; line folders; four color 
post cards; dealer decals; imprinted 
match books; service uniforms; deal- 
er stationery; miniature Scott-At- 
water plastic motors; a color bill- 
board; a one minute TV film spot an- 
nouncement, and a 20-second spot 
announcement; changeable  trans- 
light displays; wobbler display; and a 
roadside sign. A giant color an- 
nouncement display, a parasol fea- 
turing a 22 hp motor is one of the 
many signs and displays available. 
For more information— 

Write in No. Z57 on card, Pg. 69 


The Eclipse Lawn Mower Co., 
Prophetstown, IL., announces that a 
direct mail broadside on Eclipse Wasp 
chain saws is being mailed free in 
quantities up to 500 for dealers or- 
dering two or more saws. The color- 
ful broadside opens up to 34” x 23” 


Dealers wishing to use more than the 
500 free maximum may order addi- 
tional copies “in-the-mail” at a cost 
of two cents each. For more infor- 
mation— 


Write in No. Z58 on card, Pg. 69 


Write in No. Z54 on card, Pg. 69 





The Wood Shovel and Tool Co., 
Piqua, Ohio, offers to dealers a bro- 
chure and a proof sheet on advertis- 
ing mats which are available free of 


For information on 


CATALOGS & BULLETINS 
See page 36 











DPE a 


= Powerful, and PROFITABLE 


ne Regular 
TWIN’ CHAMPION 


PUMPS FULL CAPACITY AT 40 LBS. PRESSURE 


The Rapidayton Twin is the BIG PROFIT water 
system. Consider the multiple selling advan- 
tages: Two stages. Completely packaged— 
with horizontal or vertical tanks ranging up 
to 52 gals. Convertible—for depths to 150 
ft. Deluxe quality-built. As for performance, 
it loafs along while pumping full capacity at 
40 ibs. pressure. Add the fact that the Twin 
retails in the same range with most single- 
Stage deluxe pumps—and carries a generous 
trade discount. Built-in profit sell- 

ing features include self-priming 

Quad-Voiute design and exclusive 


the Multi-Purpose 


WASTE RECEIVER 


demand throughout the year, 


Every model in the complete line 
season after season, with steady, 


of SANITARY WASTE RECEIVERS 
is designed for a purpose. Care- year-round profits for you. 

ful planning, based on proven Every home, store, shop and 
office needs one or more modern 
SANI-CANS for convenient dis- 
posal of waste or litter. A SANI- 
CAN for every purpose brings big- 
ger profit opportunities for you. 


sales records, provides you with 
only the fast-moving, top-selling 
models. There is no profit loss 
from ‘‘dogs'' or year-end ‘‘dump- 
ing SANI-CANS are in 


SANI-CANS offer a choice of standord open and 
patented step-on models, in populor sizes and 


Quick-Connect flange (pat. pend- 4 wh. = attractive decorator colors, white, chrome and 
: copper plate finishes, that command attention 


ing). Get the story on - ££ 
® y on Rapiday and compel buying action. See the SANI-CAN 


’ . - { 
ton's complete line — and boost : : man in your locality or write the factory for 
your profits. prices, discounts and delivery schedules TODAY 


SANITARY RECEIVER CO., INC 


Dunkirk, N. Y. 
The Original Step-On Receiver 


* TRADEMARK 


The Tait Manufacturing Co., Dept. 510, Dayton 1, Ohio 


Established 1908 as Dayton Pump & Mfg. Co. © rait rc. co. 1957 





For more information use Handy Return Card, Page 69 
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NEW PRODUCTS 


Rural Mail Boxes 


A new mail box, available in both 
No. 1 and No. 2 sizes, is announced 
by Jackes-Evans Manufacturing Co., 
4427 Geraldine Ave., St. Louis 15, Mo. 
The boxes come in wrought-iron black 
enamel finish, with metallized gold 
Mylar front and side panels. They 
are packed individually in colorful 
carry-home display cartons and are 
approved by the U. S. Government. 


As a plus value, Jackes-Evans fur- 
nishes customer’s box or house num- 
ber free, and name panels at a small 
additional charge. Customer simply 
fills in name and number desired on 
self-addressed card, which comes 
with box, and mails it direct to the 
manufacturer. 

Additional features include the 
Rib-O-Nized metal design; oven- 
baked, electrostatically applied fin- 
ish; bonderized undercoating; and 
rust-proof galvanized steel construc- 
tion. For more information— 

Write in No. 727 on card, Pg. 69 


Packaged Corner Clamp 


A colorful package for the Cadet 
Corner Clamp No. B214 is announced 
by The Gunver Manufacturing Co., 
234 Hartford Rd., Manchester, Conn. 
Individually packaged, the Cadet Cor- 
ner Clamp is held in place on a flag 


66 


. eee ie 
CORE 4MP 
a baal 


he 


7 
Corre renee, 


red card covered by a clear plastic 
blister to afford complete product 
visibility. 

The package is 542” x 5%” and is 
designed for impulse buying from 
both counter and rack. The back of 
the card features helpful hints for 
use and illustrates how to make mi- 
tered and butt joints using the full 
2-inch capacity Cadet Corner Clamp. 

The retail price of $1.25 per clamp 
is unchanged. For more information— 

Write in No. 728 on card, Pg. 69 


Paint Roller Cover 

A disposable paint roller cover us- 
ing a_ specially developed fabric 
named “TiZ” is announced by The 


For more information on these new products 
use the return free post card on page 69 


Wooster Brush Co., Wooster, Ohio. It 
is priced to retail at two for 59 cents. 

Packed two to a colorful package, 
the Duo-Way covers enabie the user 
to have two covers on hand for im- 
mediate color changes, for example, 
one for ceiling and one for walls. 

“TiZ” is said to provide a finish 
comparable to that of the more ex- 
pensive roller covers. The Duo-Way 
covers are equally suitable for enam- 
el, water base, or latex paints, and 
fit all standard 7” roller frames. For 
more information— 

Write in No. 729 on card, Pg. 69 


Outboard Maintenance Kit 


The Challenger Imperial Outboard 
Maintenance Kit, containing 36 pieces 
and designed to enable the outboard 
owner to make his own repairs and 
tune-ups, is being marketed by Pen- 
ens Tool Corp., Schiller Park, Ill 
Further, a complete 36-page “Do-It- 
Yourself” Outboard Motor Manual 


tells how to handle various situations. 
The entire assortment comes In a wa- 
terproof “roll-up” pouch, which folds 
down to 5” x 11%” x 2” for compact 
storage. 

Tools include the special “Spark 
Plug Holding Socket” with a neoprene 
insert which grips the plug firmly so 
it does not have to be held with hands, 
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open end wrenches, screwdrivers, tle 
pliers, ignition files, spark plug ad 
justment tools, feeler gauges, set 
screw wrenches, and an extra pouch 


, retailing at $1.25; one gallon jug, 
retailing at $12.00; and in bulk con- 
tainer, 55-gallon lined drum, prices 
on request. For more information 


for shear pins and cotter pins Write in No. 731 on card, Pg. 69 
Retail price is $9.98 for the com 


plete kit including manual, all packed 

in a cardboard sleeve. With each deal- 

er order for six kits, a self-merchan- Drill Speed Reducer 

dising carton is shipped free. For : 

more information 
Write in No. 730 on card, Pg. 69 


9999 


Supreme Product Corp., 2222 
‘alumet Ave.. Chicago 16, Ill., 
: ; is introducing iced modifi- 
R 4 y . ; ’ 
Rust Remover | Mien of Ms severe power Gs 
oe: anders ene red , th atic. Called 
Rust-X, a chemical product for re- it. ans yo t] Suprem F amate, it performs 
moving and preventing further rust- : wena as 9 all actions of the Versamatic ex 
ing of metals, is made available by 1m nowee t that it d not reverse 
Rust Sales Corp., Tamiami P. O. Box TI fersamate attaches to any 
44284, Miami 44, Fla. l 
Rust-X may be used to remove rust 
from tools, kitchen appliances, In application, a soak method or a 
plumber’s fittings, threaded pipes, brush-on method may be used. Used 
lawn furniture, nails, marine auto solution may be retained in the con- 
plated trim, motors, etc. Once it has tainer, kept covered, and used 
been removed, the company states for any further derusting job: 
that the metal will not rust again Rust-X is available in an 8 oz. bot- 


- 1 


reauces speed ’' Ww a; 
seven-fold; and will 


again 
an be used 
drilling 





! WULF =2-—o mnie 


- 
—— ee 
-- 


MARSHALLTOWN | 
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TUCKER OUTDOOR FURNITURE The modern clean: 


powder lubricant! 
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Sturdy, compact folding 
cots available in five sizes 
Hardwood frames, painted 


ee 
“PUFFS” \¥ 
hardware and extra heavy Best 


a sounes a Legs rein | | ENOUGH 
orced with “ iron braces mpu se 
Whit r Olive Drab ver P 
FOLDING COTS ——— Item LUBRICATES EVERYTHING! 


CAMP STOOLS in Years Year ‘round seller—hundreds of uses in home 


hop, office 
Rugged hardwood frame. Heavy canvas cover s 
plain or striped. Sells by the dozens! ideal fo ot BR pgtene qi~ et. be compared 
camping, picnics—hundreds of utility uses F + bet - a hed — 4 ae ° 
Write # tolog ond pri u r an counts 
rite for cotelog and prices icaler dilee aut tedidiiedl oncd 
Over 52!,000 bottles sold last year 


FT. SMITH, We Te 4 
Tucker Duck & Rubber Co. anx. “PREARDON PRODUCTS 


305-SH Cass St., Peoria 2, Illinois 




















7 A ~ 
for Free Literature SCREW ANCHORS 


Molly Corp., Reading, Pa 
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Tapatco 


HORSE COLLAR PADS 


For every work horse and mule. 
“The pad with the rust-proof 
red hooks” 


Tapatco 


"e200 wees SEG ett etO ws faF OFF 


TRACTOR SEAT CUSHIONS 








bo 


For every tractor and farm 
implement seat. 


See your jobber or write us. 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


MAKERS OF FAMOUS TA-PAT-CO 
HORSE COLLAR PADS SINCE 188! 





END septic tank 
TROUBLES! 


NEW 


FREE-ALL 


100% ACTIVE...No Inert Matter 
One Treatment Lasts 4-6 Months 


@ Most effective — One treatment pre- 
vents, frees tank clogging 
@ Easy—Just pour into toilet and flush 
@ Safe — Won't harm humans, animals, 
plumbing 
Stock — display — order today! 


G. N. COUGHLAN COMPANY 
West Orange, N. J. 
Mfr. of Chimney Sweep, Process 33, Oven-Aid 
Oven Cleaner, De-Moist, Easy-Aid Silver Cleaner 





and cutting operations. It will make 
masonry bits last longer and cut more 
efficiently. The same is true with 
hole saws, fly cutters, and large di- 
ameter drills for metal. 


Supreme has packaged the product 
in a “see-all” carton with a clear 
plastic cover. The Versamate lists at 
$9.95, including a screw driver bit 
For extra parts, Yankee-style bits, 
Series No. 131, fit the tool. For more 
information— 

Write in No. 732 on card, Pg. 69 


Picture Hanger 


A picture hanger that requires no 
nails or hammer, and which can be 
mounted on all wall surfaces, is a 








new utility being introduced by 
Jiffy Enterprises, Inc., 150 N. 13th 
St., Philadelphia 7, Pa. The new pic- 
ture hanger has swivel action which 
is to assure level hanging. 

The hanger is a nickel-plated, rust 
resistant picture hook mounted on a 
square of adhesive-backed tape that 
sticks to all surfaces, including glass, 
tile, plaster, wood, and metal. It is de- 
signed to hold up to 15 lbs. safely 
and may be applied and removed by 
merely moistening the tape 

Jiffy Hangers come in packages of 
six, retail at 19 cents per package, 
cellophane wrapped. For more infor- 
mation— 

Write in No. 733 on card, Pg. 69 


Packaged Game Calls 


Philip S. Olt Co., Pekin, IL, is of- 
fering its line of game calls packaged 
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in polyethylene bags. The company 
states that the plastic bags not only 
enable dealers to display calls more 
attractively but also to keep them 


J-15 DUCK 
CALLS 


esse neta 
ove 7 tf, 
OF Game « see Calls 


clean and sanitary when placed on 
the counter. The plastic bag can be 
used by the hunter to carry his game 
call, keeping it free of dirt particles. 
For more information— 

Write in No. 734 on card, Pg. 69 
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High trade-in team—Farmall® 450 and McCormick” 2-MH corn picker! 


HIGHER IH TRADE-IN VALUE 


helps IH dealers sell new prospects... hold new customers! 


The extra built-in quality of IH equipment is usually easy 
to see. But many IH dealers have found that trade-in statis- 
tics can often dramatize this added IH value—in dollars 
and cents! 

Take corn pickers for instance. Open your used equipment 
guide to 2-row mounted pickers—$1800 to $2200 class! Look 
at the “‘as is’”’ trade-in prices reported by hundreds of dealers 
handling all makes of farm equipment. Notice that a year- 
old McCormick picker retains 5 to 10 per cent more of its 
original value than other leading makes. And this difference 
in trade-in value grows after three to five years in the field. 

Farmers, bidding in an open market, set these picker prices. 
These shrewd buyers also have made big Farmalls and the 
7-foot McCormick combine trade-in leaders. These cash 
differences indicate that more and more farmers recognize 
the added value of advanced McCormick machines. And this 
growing preference gives IH dealers a big advantage whether 
they’re selling a new prospect or closing a repeat sale. 


INTERNATIONAL HARVESTER 
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— BUSINESS BRIEFS— 


What They Are Saying 


While the gloom of recession still plagues many seg- 
ments of the nation’s economy, things may be looking 
up—at long last—for farmers and dealers alike. In 
fact, some industry leaders have of late taken a down- 
right optimistic view of things to come 


William A. Hewitt, Deere’s president, recently told 
his stockholders that business began to improve in 
March and that the company is forging ahead on the 
basis that sales in fiscal 58 will be at least the same 
as last year. Farm income, as yet unaffected by the 
recession, began moving up in December with the 
outlook continuing favorable. The company still firm- 
ly believes that the long-range outlook for farm ma- 
chinery is excellent. The trend toward fewer and 
larger farms and the relatively high cost and scarci- 
ty of farm labor continue to create an active demand 
for new cost-reducing farm equipment. The long 
term market for the relatively small sizes of industrial 
equipment units is a good one and it is growing, with 
the company expecting its participation in this mar 
ket to increase. 


Frank Jenks, International Harvester’s president, 
was no less bright in his outlook. Though first quarter 
sales of farm equipment were 7.7% under 1957 there 
has been a “persistent spirit of optimism” among deal- 
ers and the field sales organization. The trend to- 
ward reduction in total number of farms, and an in- 
crease in the size of farms coupled with the decline in 
farm population has caused speculation in some quart- 
ers that the farm equipment market is a declining 
market for the future. Not so in the opinion of this 
company which looks on farm equipment as a growth 
industry. Acreage under cultivation is not likely to 
decline in face of booming population growth. Com- 
pany’s view, summed up, is that farm market, in terms 
of dollars will be as large as ever. Fewer machines, but 
larger capacity equipment will be required. 


Marc B. Rojtman, Case Co.’s newly-elected presi- 
dent, was enthusiastic about the future in citing his 
company’s rise in sales from $87 million in 1956 to 
$123.9 million last year and a return to a profit po- 
sition. New products to stimulate the market have im- 
proved the sales record—and competitive position— 
of Case dealers. And the company expects industrial 
sales to account for an increasingly larger share of 
annual volume. 


Soil Bank Again 


Another pot shot was taken at the soil bank recent- 
ly, this time by Earl L. Butz, Purdue University ag- 
riculture dean and an assistant secretary of agricul- 
ture between 1954 and 1957. The soil bank program is 
missing its mark, Butz said and should not be financed 
indefinitely as long as the basic problem remains un- 
solved. A large share of the “tremendous” sums the 
government is spending for “production adjustments” 
is going to individuals and to land where production 
would have been very low in the absence of such pay- 
ments 
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CASEORAMA STARLITE REVIEW. 


nicians, presented Case tractors and machinery 
under ideal conditions. 

It worked. For the first time in their business life, 
Bitten Brothers sold farm equipment on the spot at 


“_..More prospects in one night 
than canvassing would 
get us all year!" 


No wonder Bitten Brothers, Brighton, Michigan, 
bubbled over with enthusiasm after their first Case- 
orama Starlite Review. Over 500 people had re- 
sponded to their direct mail invitations, their ads 
in newspapers, their radio announcements, their 
posters and personal phone calls. And, for nearly 
2'+ hours, Bitten Brothers had watched an audience 
sit spellbound while a highly-trained team of com- 
mentators, tractor operators, sound and light tech- 


a farm show .. . and the number of prospects indi- 
cating interest in specific machines exceeded their 
wildest dreams. Next day, back at their dealership, 
Bitten Brothers estimated that Caseorama Starlite 
Review had generously placed at least $80,000 
worth of potential sales in their lap, and at a cost 
per prospect that was ridiculously low compared 
with canvassing costs. 

Bitten Brothers’ experience with Caseorama was 
not an isolated one. Since Case dealers first tried 
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spectacular producer of prospects and sales 


them in 1956, Caseoramas have consistently proved _ sales, service and financing programs developed to 
themselves to be sensations! business-builders. In make Case dealers real leaders in their farm com- 
full-swing by mid-1957, the Caseorama program munity. There are still good territories open. Act 
was achieving wide-spread success all over the coun- now, and you may be able to reap the profits of 
try, springboarding a healthy increase in Case 1957 your own Caseorama—yet this summer 
retail sales. Here is a truly great sales tool—one 
that Case dealers have instinctively recognized as 
modern mass merchandising at its best. 

Caseorama for 1958, with bigger crowds than = 
ever, is already off to a fast start. Highlights of this lene uJ. | re 
year’s show are sensational demonstrations espe- y 4.8. ease CO. : RACINE, WIS. 
cially designed to whet farmers’ appetites for on- Ist in Quality for Over 100 Years 


the-farm trials. 
Caseorama is only one of many dynamic new 


SOUTHERN FARM EQUIPMENT for June, 1958 





Msp FACTS AND TRENDS 
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Farm Income 


Substantial gains were recorded in prices and incomes to farmers in the 
first quarter of the year. Prices received averaged more than 7% 

above the first quarter of 1957, and in mid-March were at the highest 
level in almost 5 years. The annual rate of farm net income in the year's 
first three months was 13 billion dollars as compared with 11.7 billion 
@ year earlier. Though production expenses also are expected to increase 
further during 1958, the USDA expects farmers to show a 5 to 10% gain 
in net income for the year. 


Commodity Highlights 


Winter wheat production was estimated in April at 964 million bushels, 

56% more than last year and 13% above average . . . spring vegetable produc- 
tion is expected to be smaller than in 1957 as a result of cold weather . 

The 10.9 billion pounds of milk produced in March was about the same 

as last year and 10% above the 1947-56 average . . . disappearance of cotton 
this marketing year is now estimated at 13.6 million bales . . . supplies 

of potatoes are substantially smaller this spring than last and prices 

in future weeks are likely to continue well under low levels of a 

year earlier. 


Farms Are Larger 


Since 1940, average farm size has increased approximately 40%. During 
the same period, investment per farm worker has increased nearly five 

times, while total investment per farm, according to the USDA, rose to 
an average of nearly $27,000. 


Farm Wage Rates Up 


As the year's second quarter opened wages which farmers were paying hired 
labor averaged 1% higher than a year earlier. At the same time, the 
number of hired farm laborers was 5% greater than in the 1957 period. 


Despite Recession 


The recent strengthening of farm prices despite declining economic activ- 
ity is a blow to the contention of some groups--both in Congress and 
out--that agriculture is the cause of the current business recession. A 
USDA official quoted recently in the Wall Street Journal stated that 

"it's enough to make any good agricultural economist turn over in his 

grave. We've always assumed that farmers can only be prosperous in a ris- 
ing economy." 


> Cotton 


Disappearance of U. S. cotton during the 1957-58 marketing year is now 
expected to total about 13.6 million bales, about 2.6 million less than 
in the preceding season. Exports are expected to reach 5.6 million 
bales or more, about 2 million bales below last season, but higher 
than in any other postwar year. 
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NEW FROM REMINGTON 


Exclusive sales-making pinchless saw features 
...by makers of famous Golden “Logmaster” 








Your exclusive sales-making combina- 
tion— Remington unites the husky Gold- Baga Backed by 
lor 9 


en“ Logmaster”’ engine with a completely advertising 


a * 
new, one-piece pinchless bar. Now you ~ power to 
can sell the finest all-purpose Saw in the wagons * inbernar help you 


- 5 > “rec _ 
NEW REMINGTON SROTEEpOWSr Claes. | sell! 


PINCHLESS BAR FEATURES New Remington GLP-14 pinchless saw y—— 


1) One-piece, solid, chrome-alloy steel. (2 gives Power-Plunge cutting action—slices Your customers will see announcement 
Rigid, 2-bolt mounting. (3) 14-inch chain guard. = . advertising he n, Southern 
4) Chain tension adjuster. (5) Tapered inside through pulpwood or farm and wood- rman a orests, Pulp & 
edge. (6) 7-inch sticker, ee k f ap urnal o estry, Park Main- 
‘learé ‘e wor ¢ rT. 7 / te : 4 a 

And now Remington offers new low lote earance work faster, with more work fenance and many other national mag- 
prices for famous Golden and Silver “Log * y s . . azine h ' “ad about the feat 

master” chain saws with revolutionary comfort and all position handling ease “ They'll read about the fea ner 
Roller-Bearing nose for easier, faster make Remington's new GLP-14 
cutting and up to >) . } saw the finest all-pur- 
three times longer . . 
blade life. From as and names of wholesalers near you 
low as $199.50.* * , 


Mail the coupon for more information 


) 
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MALL TOOL COMPANY 


Division of Remington Arms Company, Ir 
Please send me catalog page on Remington's 
Please send names of my nearest Remingt cha 
Please send copies of catalog of complete Remingt 


MALL TOOL COMPANY © Name 
Division of Remington Arms Company, Inc., Bridgeport 2, Conn. 

tN CANADA: Mail Tool, Ltd. 36 Queen Elizabeth Bivd. Toronto, Ontario 

* Specifications and recommended retail prices subject to change without notice 
Prices slightly higher in Canada 
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NEWS HIGHLIGHTS 


Hewitt Succeeds Jones as 
FEI Executive Secretary 


THE FARM EQUIPMENT Institute 
announced recently that Douglas 
Hewitt of St. Paul, Minn. has been 
appointed as executive secretary of 
the Farm Equipment Institute. 
Hewitt succeeds Robert A. Jones 
who is retiring after nearly 39 
years with the FEI. 


Hewitt 


The new FEI secretary was for- 
merly an executive with the Min- 
nesota Employers’ Association and, 
before that, with Associated Indus- 
tries of New York State, Inc. at 
Albany, N. Y. He also has served 
as a teacher in New York State, 
and has a further background in 
business and public relations. 

Hewitt holds a Bachelors degree 
from Colgate University, a Masters 
degree from Cornell, and has done 
graduate work in both Yale and 
Syracuse. 


ec 


Personnel Changes Made 
by John Deere Plow Co. 


E. C. INGLISH, manager and vice- 
president of John Deere Plow Co., 
Dallas, Texas, announces the fol- 
lowing personnel changes in the 
sales department of the Dallas 
Branch: 

L. A. Spoonts, appointed assist- 
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ant to the manager. Spoonts has a 
long service record with John 
Deere. In 1939 he was appointed 
division sales manager of the West 
Texas Division, which position he 
held until this new appointment. 

R. M. Cunningham, appointed 
division sales manager of Central 
and Northeast Texas. Cunningham 
also has a long service record with 
John Deere, and has been in charge 
of the South Texas Sales Division 
since 1939. 

G. C. Carr, appointed division 
sales manager of the South Texas 
Division. Carr has served John 
Deere in various capacities since 
joining the company in 1937. His 
latest assignment before coming to 
Dallas was manager of the Valley 
Implement Co., Harlingen, Texas. 

R. F. Barone, appointed division 
sales manager of the West Texas 
Division. Barone has a number of 
years service with John Deere in 
various capacities, having served 
most recently as territory manager 
in the West Texas area. 


¢ 


I-H Assigns Anderson 
Post in Dallas Office 


Roy C. ANDERSON, who managed 
the I-H store in Beaumont, Texas, 
has been assigned the position of 
assistant district manager of the 
farm equipment division in the 
Dallas International Harvester of- 
fice. 


a 


Ford Appoints Assistant 
General Sales Manager 


THE APPOINTMENT of Donald W. 
Sawyer as assistant general sales 
manager in charge of field opera- 
tions is announced by L. E. Dear- 
born, general sales manager, Trac- 
tor and Implement Division, Ford 
Motor Co. 

Since January 1, 1956, Sawyer 
has been manager of the Division’s 


Minneapolis Sales District. He 
takes over the position held by 
Dearborn prior to his recent pro- 
motion to general sales manager. 

A native of Detroit, Sawyer 
served as manager of the Divi- 
sion’s parts and accessories depart- 
ment from the time he became as- 
sociated with Ford in 1953 until 
becoming Minneapolis district 
manager. 


Donald W. Sawyer 


Prior to his association with 
Ford, he was parts sales manager 
for the former Dearborn Motors 
Corp. and had been associated 
with the Chevrolet Division and 
the Detroit Diesel Engine Division 
of General Motors. 


¢ 


Allis-Chalmers Transfers 
Phillips to Dallas 


R. E. PHILuips, former Allis- 
Chalmers farm equipment sales 
manager in Nashville, Tenn., has 
been transferred to Dallas as farm 
equipment branch manager of this 
territory. W. S. Barackman, his 
predecessor, has been made con- 
struction machinery branch man- 
ager for Allis-Chalmers, head- 
quartering in Dallas. 
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STAR 


SERVICE SHARES 


FULLY GUARANTEED AS TO QUALITY, FIT AND FINISH 


Patterns are available for pesetetiy all plows, listers, 
middlebreakers in No. 1 soft center or No. 2 crucible 
steel of the highest quality obtainable. Also, we are 
now producing a mew line of Star Blade-Type Plow 

Shares — in regular and short patterns — made from 
solid steel, rolled to our own strict Specifications, and 
automatically heat treated for maximum strength and 
wearing qualities. You'll want complete details now. 


STAR MANUFACTURING COMPANY 
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WYATT Trade Names & 
Better Built Implements 
MAKE MONEY for YOU! 


SPIRAL 
a GRAIN LOADERS 


























A complete line 
of 4,6 and 8 inch 
augers for every 
farm requirement. 
Custom designed 
units for handling 








eed mills Ik storage plants, elevators or chemical 
handling installation. 


Jpyhawk wee TRUCK HOIST 


The completely elec- 
tric-hydraulic hoist 
with no power take- 
off, dual push button 
controls, lower price, 
low-mounting cost. » 
W orks with any trans- 
mission or electrical 
system. Models for 
both large trucks and 
oe 


oy or 4 free flowing material in farm granaries, 
u 


a — - 
FOR STUBBLE 
MULCHING 


Operates at any prac- 
’ tical depth to kill 
weeds, lift and loos- 
en the earth without 
turning over topsoil. 
Makes perfect seed 
bed cae the stub- 
ble to hold moisture, 
reduce erosion and 
shade the ground. 


Jayhawk # HYDRAULIC LOADER 
Built for the farm, not in- ie < 
dustry, and priced to sell 
in that market. Big capac- 
ity, heavy duty, tested to 
2500 Ibs. Easily mounted 
on all popular tractors. 

Complete with 48" scoop, 

removable dirt plate, au- 

tomatic load leveler. All 

wanted attachments. . 
DISTRIBUTED BY 


Baker Equipt. Ener. Co. Ty Midwest Ce 
in 


Cc Nariette. N.C.; |’ ~ as 
8.C.; Richmend 

Bucks Farm Ny ce. 
Doylestown, 

Centra! ipt. Co. 


er. 

Collins Vere Bon Co. reges L 7 * Equipt. Co. 

Trock Parte 2 y Equipt. Co. 
Tulsa 

Universe! B Pore Sales. 

Cheepes. 0. ‘saeinaw, "hich. 

Pertiand, ‘hy 


£ 
Wagers Aereeivare Co, 
oo. Ine. 
Atianta, Ga. 


man Co 
Les Angeles, Calif 
tnpplomess ‘Sales Ce., . R 


Jayhowk Farm Implements Since 1903 — 1240 Sth, Solina, Kansas 
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This mechanic from Largent's Truck 
and Implement Center in Berkeley 
Springs, W. Va., repairs a field 
rake with a portable electric wel- 
der which operates on a four-wheel 
drive Jeep. Quick work in the field, 
the same job, over-all, would have 
taken about three hours in the shop 


By Beatrice Miller 


EAT THIS period of decreasing 

farm equipment sales and di- 
minishing dealer profits by in- 
creasing your daily service jobs, at 
lowered overhead, through invest- 
ment in time- and labor-saving 
equipment. 

That’s the proven advice of Har- 
old Largent, owner of Largent’s 
Truck and Implement Center in 
Berkeley Springs, West Virginia, 
whose recent investment in a hy- 


Lahor-saving tools can 


Multiply Shop Jobs 


we have diversified our service to 


draulic press, portable welding 
equipment, and a heavy-duty tow- 
truck with twin-boom and winch 
has meant a 25 percent increase in 
his service volume. 

Explained Largent: 

“Every dealer knows that hay 
can be baled only so many hours a 
day. We got a call for an electric 
welding job in the field which we 
were able to handle within 15 min- 
utes with our portable electric 
welder. Had we brought in that 
hay baler to disassemble in the 


shop, the loss of two or three hours 
would have been a great setback 
for our customer.” 

Largent pointed out that his used 
portable welder with a 300-watt 
generator, utilized behind a four- 
wheel drive Jeep, had cost him 
$1,000. 

“During freezing weather when 
the water lines froze up,” he went 
on, “we used the same equipment 


for unfreezing lines in the water 
system of a customer’s dairy barns, 
which is another example of how 


increase volume and promote bet- 
ter customer relations.”’ 

In another instance, where his 
portable welder was rushed to a 
field emergency during hay baling 
to repair a broken hay rake frame, 
Largent carried out the repair 
within an hour-and-a-half, where- 
as to have brought in the hay rake 
would have meant a possible loss 
of five hours for the customer. 

Largent continued: 

(Continued on page 87) 


Owner Herold Largent applies gear and 
bearing rivets on this used 75-ton hydraulic 
press which he recently bought for $500 


With the help of Largent's 32-ton all-purpose wrecker, this disassembled 
corn picker can be unloaded from a truck within 30 minutes by one man. 
Boom cables are used to remove each individual section of the equipment 
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The Outlook for 1958 


USDA predicts higher net income for farmers 


A* INCREASE of from 5 to 10% 
in farm operators’ realized net 
income during 1958 is predicted in 
the recent issue of “The Farm In- 
come Situation,” a publication of 
the Department of Agriculture. 

In the first quarter of 1958, ac- 
cording to the government report, 
the annual rate of farm operators’ 
realized net income rose sharply 
to about 13 billion dollars, com- 
pared with a rate of 11.7 billion in 
the same quarter of 1957. 

“This reflected substantially 
higher prices received by farmers 
for beef cattle, hogs, eggs, potatoes, 
and other vegetables, for which 
supplies were reduced from a year 
ago. 

“In addition, marketings of other 
products such as cotton, feed 
grains, and soybeans were aug- 
mented this year from last year’s 
delayed harvest. The rate of pro- 
duction expenses also increased 
about 3%, with prices paid by 


farmers reaching a new high. 

Prices of farm products are run- 
ning well above last year and are 
expected to average higher for the 
year than in 1957. As the new har- 
vest approaches, with prospects 
that supplies of some farm prod- 
ucts will increase, notably vege- 
tables, hogs, fed cattle, and eggs, 
current levels of prices and in- 
comes may move toward the levels 
of 1957. 

“But even so, farm operators’ 
realized net income in 1958 is ex- 
pected to be from 5 to 10% above 
the 11% billion dollars realized in 
1957. This increase will reflect 
somewhat higher cash _ receipts 
from marketings together with 
larger outlays to farmers for par- 
ticipation in the Soil Bank, which 
will be only partly offset by some 
increase in production expenses, 
notably for feeder livestock and 
for such overhead costs as interest 
and taxes. If weather conditions 


are more nearly average than last 
year, when harvests were late and 
crop inventories sharply increased 
at year-end, farm-held inventories 
of farm products may show some 
reduction this year 

“Cash receipts are expected to 
be higher this year for both crops 
and livestock. Cash receipts from 
marketings are likely to increase 
more for the livestock group than 
for crops. However, if the increase 
in Soil Bank payments is included, 
total crop receipts may be up about 
as much as livestock and livestock 
products 

“A substantial gain is being rea- 
lized in cash receipts from cattle 
and calves, as higher prices are 
more than compensating for re- 
duced marketings. Receipts from 
hogs are also likely to exceed 1957 
as marketings increase during the 
year while prices probably trend 
downward. Cash receipts from 

(Continued on page 88) 


Cash receipts from farm marketings, by States, January-February 1957-58 





Livestock and products 


Crops 





State and Region 


1957 1958 1957 


1958 1957 1958 





Delaware 
Maryland 
Virginia..... 

West Virginia 
North Carolina... 
South Carolina... 
Georgia............... 
Florida..... 


South Atlantic Region 


Kentucky... 
Tennessee 

Alabama 
Mississippi 
Arkansas 

Louisiana. 
Oklahoma 
ES : 


South Central Region 
United Siates.... 


1,000 1,000 
dollars dollars 


1,000 
dollars 


10,599 
25,221 
32,436 

9,902 
36,328 


11,872 
28,903 
34,970 
10,040 
41,026 
14,293 
58,118 
29,307 


228,529 


38,089 
33,275 
36,821 
26,885 
27,841 
20,028 
48,120 
128,679 


359,738 
2,882,232 


3,078 
6,850 
27.707 
2.555 
29,174 
12,369 
20,182 
115,549 


217,464 


63,265 
33,782 
15,849 
36,929 
41,423 
27,154 
23,401 
125,575 


24,467 
17,643 
40,403 
108,845 


316,119 
2,599,732 


367,378 
1,989,571 


1,000 
dollars 


1,000 
dollars 


1,000 
dollars 


13,677 
32,071 
60,143 
12,457 
65,502 
25,687 
71,991 
141,707 


13,628 
32,504 
57,687 
13,236 
67.428 
25,352 
73,599 
131,455 


414,889 


1,756 
3,601 
22,717 
3,196 
26,402 
11,059 
15.481 
102,148 
186,360 423,235 
39,691 
27,585 
14,570 
36,399 
37,348 
31418 
20,069 
217,994 


99,622 
65,681 
48,248 
61,035 
65,890 
44,797 
63,804 
234,420 


77,780 
60,860 
51,391 
63,284 
65,189 
51,446 
68,189 
346,673 
784,812 


425.074 683,497 


1,969,780 4,589,303 4,852,012 
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Wholesalers you should know: 


The 


ITH 60 years of profitable 

business existence on the 
record, The Southern Plow Co., of 
Dallas, Texas, hasn’t sold a plow 
or a ground-breaking tool for half 
a century. 

Within a decade of its inception 
the policy of doing business be- 
came firmly fixed and has not 
wavered: This distributor handles 
no merchandise that competes with 
full-line houses, although in re- 
lated equipment there are seven 
major lines and at least two- 
dozen lesser lines. 

This is by the count of Arnold 
E. Harris, secretary-treasurer and 
general manager, who credits poli- 
cy for the welcome awaiting six 
Southern Plow salesmen in the 
farm equipment dealer field 
throughout the territory—Texas, 
Oklahoma, New Mexico and parts 
of Louisiana and Arkansas. 

But Harris will never forget the 


outhern Plow Co. 


By Baron Creager 
Southwestern Editor 


ground-breaking tool that gave the 
firm its impetus and its name. For 
early in his own career he was the 
sales force and describes himself 
at the time as “a brash, smart- 
aleck kid of 16, willing and eager 
to tell veteran dealers how to run 
their business. I was thrown out of 
some dealerships and it’s a wonder 
someone didn’t shoot me.” 


Before and for some years after 
Harris first joined the firm in the 
early 1900’s, the bread and butter 
lines were the spring-tooth harrow 
and Ledbetter one-seed planters. 
The story of Southern Plow—a 
typical American business adven- 
ture in success—is wrapped up in 
that Texas-born spring-tooth har- 
row and the vision of the man who 








No. 2 in a series 


For 60 years this Dallas, Texas, com- 
pany has sought to bring to retail- 
ers, efficiently and economically, 
a wide variety of specialty lines 








acquired it on an exclusive basis. 

Eugene Rosenbaum was born in 
Jonesville in East Texas, near 
Marshall. Although now 94 years 
old and still president of Southern 
Plow, he has been inactive for 15 
years. 

As a young man, Rosenbaum 
was an employee in a hardware 
store in Mineola, another East 
Texas town. He kept hearing about 


Officials of the company shown con- 

ferring here are: Jim North, office 

manager and sales manager; Lioyd 

Kronick, assistant manager; and Arnold 

E. Harris, secretary-treasurer and gen- 
eral manager 
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Located in downtown Dallas for 38 years, the company moved into this 26,000 foot building in 1948 


a spring-tooth harrow invented by 
a blacksmith at Grapeland, near- 
by. The smithy could not build 
harrows fast enough to satisfy de- 
mand and, after some investiga- 
tion and observation, Rosenbaum 
decided the blacksmith really had 
something. 

Eventually, Rosenbaum bought 
all rights to the new spring-tooth 
harrow and soon thereafter set up 
The Southern Plow Co., in Dallas. 

But the road to success for the 
new Southern Plow Co., was not 
wide open in the beginning. The 
blacksmith had sold a number of 
county-wide franchises and Rosen- 
baum found himself traveling to 
all sections of the South, buying 
back those rights. 

Harris, directing activities of the 
company from his office for the 
most part for the last 15 years, 
now has the assistance of an office 
staff. Included are Lloyd Kronick, 
assistant manager and Jim North, 
office manager and sales manager. 

But in the days of the spring- 
tooth harrow, it was different. 
Harris started in the warehouse 
and after six months he did ware- 
house labor in mornings and began 
learning bookkeeping in the after- 
noons. Eventually he went on the 
road and traveled for 25 years. 


After that there were 10 years as 
sales manager. He remembers: 

“One year I sold 1,000 of those 
spring-tooth harrows in the town 
of Crockett, Texas. One of my 
orders in Crockett was from the 
junior member of a partnership, 
for 100 harrows. When this equip- 
ment landed at the railroad station 
it looked like a lot of harrows and 
the junior partner screamed, ac- 
cusing me of upping his order. 

“IT want down to Crockett, con- 
siderably upset about his accusa- 
tions and, naturally, we got into 
an argument. But the _ senior 
partner was there this time and 
wanted to know what the trouble 
was. He heard both stories, then 
asked his partner: 

“Is that all the harrows you 
ordered, just 100?’ The junior 
partner said that was right. 

“*Well,’ said the senior partner, 
‘that’s just about a third of what 
we need.’ Turning to me he added, 
‘Increase that order by 200 har- 
rows.’ ” 

Like the cream separator and 
the wind mill, the spring-tooth 
harrow that put Southern Plow on 
the map eventually passed out of 
the picture. There are no remain- 
ing traces of the harrow in the 
modern plant of the company, but 
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there are still parts available for 
cream separators and wind mills. 

That circumstance serves to il- 
lustrate one Southern Plow policy: 
If the parts are available, an or- 
der for repair parts is filled and 
shipped the day it is received. And 
the parts are generally available 
for of an average $200,000 inven- 
tory of equipment and parts, 20 
percent or $40,000 represents 
parts. 

“We believe that we are the 
oldest and largest short-line dis- 
tributor in the Southwest, perhaps 
for much of the Old South,” said 
Harris. 

“If this firm has been success- 
ful, the credit must go to hard 
work and sensible policies of doing 
business. We have always tried to 
be liberal on credits and terms 
with our dealers and have always 
been and are still anxious to help 
a dealer who needs help. 

“Our right to be in business is 
the fact that we carry a large 
stock of quality merchandise. Our 

(Continued on page 89) 


Shown left is the first home of South- 

ern Plow Co. Later the firm moved into 

this 5-story building in downtown Dallas 

remaining here for 38 years until the 

construction in 1958 of modern facili- 

ties in the newly developed Dallas in- 
dustrial district 





Marc B. Rojtman, formerly 
executive vice-president, has been 
named president of J. I. Case Co. 
The action was taken during the 
recent annual meeting of the com- 
pany’s board of directors. John T. 
Brown, formerly president and 
chairman, was reelected chairman 
of the board. 

Commenting on behalf of the 
board, Brown stated that the 
growth and progress the J. I. Case 
Co. has achieved since its merger 
with American Tractor Corp. was 
due in large measure to the leader- 
ship Rojtman had generated as 
executive vice-president and gen- 
eral manager. 

“Rojtman, in addition to his 
former jurisdiction over sales, 
engineering and finance, will now 
also. assume _ responsibility for 
manufacturing, although labor and 
industrial relations will continue 
under the jurisdiction of the 
chairman of the board,’ Brown 
stated. 


Headed American Tractor 


Rojtman, formerly president of 
American Tractor, came to Case 
through the merger of these com- 
panies in January 1957. Following 
his election, Rojtman discussed the 
current and future outlook for the 
Case Co.: “At the outset of the 1958 
fiscal year, our sales program 
started with the staging of the 
World Premiere in Phoenix, Ari- 
zona, last November and Decem- 
ber, where we introduced our 
complete new line of New Look 
and Case-o-matic tractors. Op- 
erating against the biggest backlog 
of farm equipment orders in our 
history as a result of the Phoenix 
Show, shipments from our plants 
of the new product line are now 
gathering momentum, and the 
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month of April should prove to be 
one of the biggest volume months 
in Case history.” 

Rojtman stated that the com- 
pany’s “Case-o-matic Drive,” in- 
troduced at the Phoenix World 
Premiere, should prove to be an 
important stimulus for both the 
Case Co. and its dealers, and indi- 
cated that retail sales of tractors 
are already running some 25% 
ahead of the same period last year. 
“The slack in industrial business 
reported by industry spokesmen is 
not felt here at the J. I. Case Co. 
All three divisions of our indus- 
trial sales department, namely 
utility, light, and heavy construc- 
tion equipment, are showing very 
substantial gains, and assuming 
that this trend continues for the 
balance of the year, our industrial 
sales should develop to more than 
50% of the total sales of the com- 
pany prior to its merger with 
American Tractor Corp. in fiscal 
66.” 

Referring to the merger itself, 
Rojtman said that “the merger of 
J. I. Case and American Tractor 
has already provided a stimulus 
that has promise of making it the 
most successful merger ever wit- 
nessed in this industry. The prod- 
ucts acquired through the merger, 
plus the new products engineered 
since, have strengthened Case in 
almost every facet of its operation. 
The company increased its sales 
last year to $123.9 million com- 
pared to $87 million the year be- 
fore and returned to a profit posi- 
tion. The extent of the benefits to 
our dealer organization from 
these new product lines cannot be 
adequately measured as yet. How- 
ever, it is worthwhile to note that 
primarily through the help of.our 
industrial lines, retail sales in some 
branches are running as, much as 


Rojtman Heads 


J. 1. Case Co. 


75% ahead of the same period last 
year.” 

Commenting on his new re- 
sponsibilities as president, Rojt- 
man said that the internal organi- 
zation of the company would have 
his very careful attention, and that 
while sales and product develop- 
ment had his major attention the 
first year, “The manufacturing 
end of our business,’ he said, 
“needs greater concentration on 
efficiency of operation, which 
should result in a more satisfac- 
tory level of plant profits. 

“The entire Case management 
organization has been substantial- 
ly strengthened during this past 
year both domestically and in 
Canada, as well as in our inter- 
national operations, under the 
capable leadership of Herbert H. 
Bloom, formerly president of 
Massey-Harris-Ferguson, Inc. As 
part of our expansion in Europe, 
we expect shortly to announce the 
acquisition of a French manufac- 
turing company in which our sub- 
sidiary, J. I. Case International, 
S.A., will own the controlling 

(Continued on page 89) 
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Endurance tests are fatiguing for test 
drivers so this electronically - guided 
“sniffer” tractor was developed for 
use at Ford's Farm Machinery Research 
and Engineering Center. The “sensing” 
antenna at the front picks up an elec- 
trical beam from a buried wire. The 
tractor follows this wire around the 
track and over the obstacle courses 


The Sniffer’ 


tests em for Ford 


A DRIVERLESS tractor, steering 
its way electronically around 
an obstacle course, is being used 
by Ford Motor Co. to aid in the 
testing and development of its 
farm and industrial machinery. 
The automatic device had its 
first public showing recently be- 


fore the Special Committee on 


Whenever tractor starts to leave the path of the under- 
ground guidance wire electronic circuits 
tractor’s side actuate a motor belt linked to tractors 
steering wheel to steer the tractor back to the wire 


Highway Safety of the Governors 
Conference at the Ford Engineer- 
ing test track in Dearborn. The 
mechanism, however, has been in 
actual use at the Ford Farm Ma- 
chinery Research and Engineering 
Center at Birmingham, Mich., since 
that facility was opened three 
years ago. 


in cabinet on 
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Dubbed “The Sniffer” by Ford’s 
electronic engineers, the tractor 
follows the path of a small wire 
buried in the test track, and like 
a beagle following the scent, the 
tractor automatically corrects it- 
self whenever it starts to wander 
off the electrical beam. 

The device came into being to 
relieve test drivers from the fa- 
tigue and hazards of the equip- 
ment “torture” course, where trac- 
tors and farm implements are sub- 
jected to merciless endurance runs 
and jarring bumps over man-made 
obstacles. 

The Sniffer carries a small an- 
tenna unit between its front 
wheels. One loop of this antenna 

(Continued on page 89) 


With exception of the antennas all electronic components 

of the “sniffer” are compactly housed in this cabinet. Now 

able to stop and start tractor, system soon will be able to 
vary tractor speed automatically 
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NEW EQUIPMENT" 


Forage Box — Bunk Feeder 
Introduced by New Idea 


A HIGH CAPACITY forage box and 
bunk feeder is introduced by New 
Idea Farm Equipment Co. The box 
unloads from the side into blow- 
ers, bunks, and elevators or from 
the rear into pit and bank silos, 
blowers, and elevators. The unit 
can be mounted on heavy duty 
wagon running gear or a truck bed. 

Floor and sides of the big 360 
cubic foot machine are tightly 
constructed from top quality yel- 
low pine boards treated with water 
repellent penta preservative for 
long, rot-free life. Sides and bot- 
tom are supported by heavy 
formed steel channels on which 
the bed conveyor chain rides and 
returns, This construction increases 
chain life and protects the wood 
bottom from wear. 

Feed supplements and preserva- 
tives added to the top of the load 
are mixed thoroughly during un- 
loading by two large six bar cyl- 
inders. Maximum conveyor speed 
is seven feet per minute. The 20” 
wide cross conveyor is made from 
three-ply rough top belting. A 36” 
conveyor extension with rough top 
belting is available for feeding 
into high bunks. 

For rear unloading the bed con- 
veyor gear box, which is used for 
side unloading, can be mounted on 


the rear of the machine. Roller 
chains are used on all drives. 


¢ 


Papec Adds New Line 
of Field Sprayers 


Papec MACHINE Co., Shortsville, 
N. Y., has added a new line of 
field sprayers to its line of forage 
harvesters, crop blowers, ensilage 
cutters, hammer mills, and feed 
mixers. 

Boom sprayers, jet sprayers, and 
a gun sprayer are available. Rear 


Crawler Tractor of the Future? 


An experimental crawler tractor powered by a Boeing gas turbine engine is dis- 

closed by Allis-Chalmers Manufacturing Co. An operator puts the P-91 through 

its paces at the proving ground of the company's Springfield, Ili., Works in a 

far-reaching research program to test and evaluate the advantages and disad- 

vantages of a gas turbine engine for tractor power. The design of the gas turbine 

involves the equivalent of a "built-in" torque converter, which is standard equip- 
ment on the A-C model HD-21 crawler tractor 
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mountings are provided to fit all 
makes of tractors. The Papec 
Trailer sprayer is designed to 
carry four 55 gallon drums or a 
200 gallon tank. Nylon roller, 
diaphragm and piston pumps are 
optional equipment. Pump pres- 
sures range from 40 up to 400 
pounds per square inch with vol- 
umes up to 10 gallons per minute. 
Use of the trailer saves much of 
the time wasted returning to re- 
plenish the supply of spray ma- 
terial, the company states. Sprayer 
is detached from tractor in min- 
utes. 

The 3-section, adjustable boom 
is made of K-hard copper which is 
said not to rust. The two side wings 
can be raised vertically for trans- 
porting. 

The Papec selector control valve 
is faster operating and has no rub- 
ber gaskets to leak, the company 
points out. 

Papec sprayers are competitive- 
ly priced. All the accessories 
needed to spray various types of 
field crops are available. The new 
sprayer is sold through regular 
Papec dealers. 
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IH Six-Row Cultivator 
Affords Handling Ease 


A FRONT-MOUNTED six-row corn 
and cotton cultivator—designed for 
use on Farmall 400 and 450 trac- 
tors and for farmers with six-row 
planters—has been introduced by 
International Harvester Co. 

The McCormick No. 665 is one 
of several six-row implements to 
be introduced recently by IH 
and is likewise designed to utilize 
big tractor power more fully, 
greatly increasing amount of 
ground a single operator can cover 
in a day. 

Despite tremendous 20’ operat- 
ing width, the cultivator is built 
for easy handling. Hinge-frame de- 
sign is said to permit quick drive- 
in mounting and all gangs are 
raised and lowered hydraulically. 
Cultivating six rows with the 665 
is purported to be as easy as op- 
erating four-row equipment, ac- 
cording to the manufacturer. 

Machine can be narrowed easily 
for transport through gates or on 
the road. Special hinge joints in 
the main frame allow frame-and- 
gang members for the outside row 
on each end to swing around iv 
front, reducing the cultivator to 
four-row width for transport. 

If desired, two outer-row units 
may be removed to make a four- 
row cultivator, or the cultivator 
can be ordered as a four-row and 
the outer-row units added later to 
make a six-row machine. 


+ 


Carlon Products Elects 
Rudge Vice-President 


WILLIAM ABRAMOWITZ, president 
of Carlon Products Corp., Cleve- 
land, Ohio, announces the election 
of John I. Rudge as vice-president, 


responsible for the Southeastern 
District. 

Rudge makes his headquarters 
at Asheville, N. C. He has been 
with the company over 10 years 
and was formerly president of the 
West Virginia Pump and Supply 
Co., Huntington, W. Va. 


* 


Labor-Saving Tools Can 
Multiply Shop Jobs 


(Continued from page 80) 


“We all know how important the 
time element is to the customer. 
Depending on the weather, he may 
have only six out of 10 hours to use 
his combine or baler. There is in- 
creasing need for field service. 
About 75 percent of our electric 
welding jobs can now be handled 
in the field. Sometimes a tempo- 
rary job is done to avoid lost time 
for the farmer, and at a later time 
the equipment is brought into the 
shop.” 

Two experienced electric weld- 
ing mechanics are available for this 
field service. Welding rods in dif- 
ferent sizes are carried to the field. 

After the equipment was first 
purchased, Largent weekly adver- 
tised his electric welding field 
service in the local newspaper, and 
mentioned it to customers during 
his personal contacts. 

A used 3%-ton all-purpose 
wrecker, with twin-boom of 5/8” 
cable and winch and costing $2,000, 
further diversified the firm’s serv- 
ice work. After heavy rainstorms, 
Largent has had calls for his truck 
to pull tractors out of the mud. And 
in another instance, a bulldozer was 
winched out of the mud where it 
had turned over, he said. 

Jobs can be brought in faster 
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125-bu. Flare box at low price! 


Choose either an easily removable con- 
ventional or swinging endgate. Heavy- 
gauge galvanized stee! and reinforced 
contoured side-supports insure box 
rigidity, eliminate sagging or bulging 
with full loads. Complete with 2” deck, 
stake pockets, and anti-spreader chain. 
Backed by over 70 years’ experience in 
the farm equipment field. 


TWO OPTIONAL ENDGATES 


MODEL 5126 


New endgate with la 
ing pane Entire endgate 
lifts out by removing two rods 


See com plete 


tine al your nearest dealer. 


ELECTRIC WHEEL CO. 


2800 CEDAR, QUINCY, ILLINOIS 


Division of the Firestone Tire & Rubber Company 
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where there is a machine break- 
down, in his opinion. Where a dis- 
assembled corn picker, hauled from 
the factory distribution center in 
the firm’s 112-ton truck, formerly 
took a couple of men about an hour 
to unload, it now takes one man 
only 30 minutes to do the job by 
slipping the tow-truck cables with 
twin-boom around the separate 
parts and lifting them off, he 
pointed out. 

Largent’s towing service appears 
in the classified section of the 
phone book. And auto shops with- 
out wreckers have been known 
to call on him to pick up vehicles 
on emergency road calls. 

Another $500 investment by Lar- 
gent which has meant greater ef- 
ficiency and precision in less time 
—and therefore increased customer 
satisfaction—was a used 75-ton hy- 
draulic press for bearing-, shaft-, 
gear-, and rivet-jobs. Largent has 
promoted this equipment and the 
job it can do to his own farm ma- 
chinery customers, as well as to 
auto repair shops in the area which 
regularly send him such work. It 
is one of the few such pieces of 
equipment around, and promotion 
of this service has increased vol- 
ume. 

Said Largent: 


“The added service volume has 
had a beneficial effect on our parts 
volume. It also affects new sales. 
Since we can now handle a greater 
number of equipment repair jobs 
for customers, we can point it out 
to them when their machines have 
had too much wear to warrant 
costly overhauling.” 

By lowering cost of overhead in 
time and labor per job, this com- 
pany has ingeniously widened its 
profit margin. 


+ 


The Outlook for 1958 
(Continued from page 81) 


chickens, including broilers, will 
likely be larger, mostly because of 
increased marketings. And higher 
prices may bring an increase in 
cash receipts from eggs. On the 
other hand, lower support prices 
may result in some slight decline 
in dairy receipts, despite a further 
increase in milk production. 
“Substantial increases are ex- 
pected in cash receipts for some 
crops. The price support for 1958 
crop cotton is appreciably higher 
than for the 1957 crop. In addition, 
there is larger participation for 
cotton in the 1958 acreage reserve 
of the Soil Bank than in 1957. For 


wheat, a 10 percent lower price 
support for the 1958 crop is likely 
to be more than offset by a sub- 
stantial ineréase in production and 
marketings. Cash receipts from po- 
tatoes may also be considerably 
higher than last year. 
First Quarter Receipts 

“Cash receipts from farm mar- 
ketings in the first quarter of 1958 
totaled approximately 6.9 billion 
dollars, up 7% from the first three 
months of 1957. Total marketings 
were a little larger than last year, 
and prices averaged considerably 
higher, First quarter livestock re- 
ceipts of 4.3 billion dollars were up 
12%, mostly because of higher 
prices for meat animals, poultry, 
and eggs. Crop receipts of 2.6 bil- 
lion dollars were about the same 
as last year, as increases in cotton, 
sorghum grain, and potatoes about 
offset declines for wheat and to- 
bacco. 

“The preliminary estimate of 
farmers’ cash receipts in March is 
2.1 billion dollars, 11% higher than 
in March a year ago. March re- 
ceipts from livestock and products 
are estimated at 142 billion dol- 
lars, crop receipts at 0.6 billion 
dollars. 

“The first quarter realized net 
income rate of 13 billion dollars 








® 
| Sun-M ASTR A Name That Will 


Help YOU Make Easier Sales — Quicker Profits! 
Mowing Equipment for All Tractors — All Jobs! 


. 
WRITE — WIRE — PHONE | 
for FREE CATALOG 
and Current Low Prices 


SUN-MASTR Trenslig Loader 
Only Sun-Mastr Gives You the 
Most Complete Line of Tractor 
Operated Mowing Equipment 
REEL . . ROTARY . . HAMMERMILL 


SUNFLOWER 
INDUSTRIES 


Olathe, Kansas 


anh = 


REEL GANG MOWERS SUN-MASTR M60D ROTARY 





Patented Kub-Klipper 
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was substantially higher than the 
rate for any quarter in 1957. The 
increase was due both to higher 
average prices and to a larger rate 
of marketings on a seasonally ad- 
justed basis, only partly offset by 
a higher production expense rate. 
Marketings in the first quarter 
were 2% larger than in the first 
quarter of 1957. The production ex- 
pense rate reflects substantially 
higher prices for feeder livestock 
in the first quarter, as well as 
higher interest payments and tax 
rates applicable to the new year.” 


. 


The Southern Plow Co. 
(Continued from page 83) 


lines are specialty lines—nothing 
that will compete with a full-line 
house. 

“Therefore, a dealer buys from 
us either because he likes our 
merchandise or because he likes us. 
We have nothing that a dealer 
must have in stock to survive or 
meet competition. We are unlike 
an automobile manufacturer—we 
have nothing that we can force 
upon a dealer.” 

In general terms, the policy of 
this firm was set down in black 
and white 40 years ago by Presi- 
dent Rosenbaum, and it still ap- 
plies. He headed it, “Our Position 
in the Market of the Southwest,” 
and he wrote: 

“The Southern Plow Co., with 
home office in Dallas, is a South- 
western institution started (in- 
corporated) in 1900. Our field is 
that of wholesale distributor 
throughout the Southwest for 
quality lines of independent manu- 
facturers of farm and industrial 
equipment. 

“In practically every line there 
will be found some one manufac- 
turer making superior and out- 
standing equipment: hydraulic 
loaders, ditchers, scrapers, blades, 
trenchers, half-tracks, whatever it 
may be. These manufacturers can- 
not each maintain a branch office 
in every section. 

“It is therefore necessary for the 
manufacturer, dealers and con- 
sumers that an efficient and eco- 
nomical means be provided to 
bring these lines to the consumer 
through the retail dealers. This is 
the purpose of The Southern Plow 
Co. 

“It is the policy of The South- 
ern Plow Co. to sell only through 
the legitimate retail dealer and to 
give them every possible protec- 
tion. Large stocks of equipment 
and repairs are carried in Dallas 


and Lubbock.” 

In addition to the six salesmen 
constantly traveling the territory, 
Southern Plow keeps a _ service 
man on the road for hydraulic 
equipment. 

The company was one of the 
pioneers in development of what is 
now a vast Dallas industrial dis- 
trict. When Southern Plow erected 
modern facilities in 1948 in this 
area, there was considerable skep- 
ticism. This was an almost bare 
stretch of land then, but in the en- 
suing 10 years it has become close- 
ly packed with fine buildings— 
local and national distributors. 

For 38 years the company oc- 
cupied a five-story building barely 
out of the busy Dallas shopping 
district. 


o 


Rojtman Heads Case 
(Continued from page 84) 


number of shares. 

“While a great many problems 
still remain to be solved, par- 
ticularly with regard to bringing 
up our earnings to a level com- 
mensurate with our rapidly ex- 
panding sales, the outlook for the 
J. I. Case Co., despite the current 
business slump, has in my opinion 
never appeared any better than 
just now. The matter of profits will 
receive our management’s most 
concentrated attention, and the 
1959 sales and manufacturing pro- 
gram which is now being pre- 
pared is primarily geared to the 
kind of profitable return on our 
operations that should follow the 
concentrated effort that has al- 
ready been put forth on our prod- 
uct line and our sales growth.” 
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"The Sniffer" Tests 
‘Em for Ford 


(Continued from page 85) 


is parallel to the ground and the 
other is mounted at a 90-degree 
angle. These pick up the electri- 
cal signal from the wire and con- 
trol the tractor’s steering system 
A second antenna under the trac- 
tor receives start-stop signals 
which also are sent over the wire, 
and control the tractor’s clutch 
and brake. In case the steering sig- 
nal is lost, this system automati- 
cally brings the tractor to a stop. 

As long as the tractor is cen- 
tered exactly over the under- 
ground guidance wire, the steer- 
ing antenna does not send any di- 
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rections to the tractor’s steering 
mechanism. 

When the tractor begins to wan- 
der off the center of the electro- 
magnetic field created by the wire 
or when the wire changes its di- 
rection, a current is induced into 
the antenna, and this current 
causes a motor to turn the tractor’s 
steering wheel in the proper direc- 
tion. If the tractor is veering off 
course rapidly, the steering cor- 
rection is made abruptly; if the 
change in course is slow, the cor- 
rection is correspondingly slow. 

At present, the tractor operates 
at a fixed speed throughout its test 
runs, but an electronic “program- 
ming” device soon will be added 
to adjust the tractor’s throttle set- 
ting to a predetermined pattern 
Thus, the tractor will be able to 
operate at speeds varying from 
idle to full throttle without hu- 
man attention. 

Ford engineers point out that, 
as presently used, the guidance 
system is not applicable to farm 
work because of the limitation im- 
posed by the buried wire. But it 
has proved to be a boon to the 
former test drivers who “wore out” 
faster than the tractors and equip- 
ment they were testing 





HOL-DEM 


MODEL 57 “Short-Stopper” 


Best Selling FENCER! 


Clips weeds on contact 

Ends nuisance shorts 

2-Lamp signal system 

Guaranteed lightning protection 
"Saf-Tee" Chopper with circuit breaker 
1-Wire, any-soil stock control 

2-Tone finish, sheltered terminals 

6 Models, battery or electric, from $13.95 





ASK YOUR JOBBER SALESMEN FOR HOL- 
DEM CATALOG PAGES. INFORMATION 
ON RADIO PROGRAMMING AND NEW 
DISPLAY RACK NOW AVAILABLE. 











Hol-Dem Electric Fencer Co. 
1342 Quincy Street N.E. 
Minneapolis 13, Minn, 











HELPFUL LITERATURE 


Taylor Implement Manufacturing 
Ce., Athens, Tenn., has available a 
catalog containing literature covering 
the complete Taylor-Way line, featur- 
ing subsoilers, disc harrows, disc 
plows, and disc tiller plows. Litera- 
ture is also available on the new 
Taylor-Way offset harrows. For more 
information— 

Write in No. D1 on coupon below 


B. F. Goodrich Tire Co., Akron, 
Ohio, describes how equipment op- 
erators and owners can get maximum 
service out of off-the-road tires in a 
52-page handbook now offered. Four 
factors in off-the-road tires, all with- 
in control of the equipment operator 
or owner, are discussed in the hand- 
book. The factors are load, inflation, 
operating conditions, and tire care. 
The booklet also describes the com- 
pany’s complete line of off-the-road 
tires and carries data on load and in- 
flation, weights and measures, tire 
specifications for 1957 motor graders, 
self-propelled scrapers, and tractor- 
drawn scrapers plus valve and rim 
information. For more information— 

Write in No. D2 on coupon below 


Brower Manufacturing Co., 394 N. 


For more 
information 





> 


3rd St., Quincy, Ill, has a catalog 
available on its lines of feed mixers 
and mills and poultry supplies. For 
more information— 

Write in No. D3 on coupon below 


Larson Machine Co., Princeville, 
Ill., covers its line of farm sprayers, 
fertilizer applicators, and other 
equipment in a catalog offered to the 
trade. For more information— 

Write in No. D4 on coupon below 


Gehl Bros. Manufacturing Co., 
West Bend, Wis., has literature avail- 
able on its two pieces of optional 
equipment—the conveyor extension 
and the reversible apron—designed 
for addition to the Gehl self-unload- 
ing pto forage box. For more infor- 
mation— 

Write in No. D5 on coupon below 


Ray Cunningham & Sons, Inc., 501 
Gillette St., La Crosse 25, Wis., will 
supply full color folders and complete 
information on selling the Cunning- 
ham Hay Conditioner. For more in- 
formation— 


Write in No. D6 on coupon below 


Available free to readers. Just write in the 
key numbers on the handy coupon below 


Commercial Credit Equipment 
Corp.. 1300 N. Woodward Ave., 
Birmingham, Mich., offers a_ bro- 
chure on using credit as a sales tool. 
The company provides sales-building 
credit plans for farm equipment deal- 
ers regardless of the line the indi- 
vidual dealer handles. For more in- 
formation— 

Write in No. D7 on coupon below 


Henry Manufacturing Co. P. O. 
Box 521, Topeka, Kansas, offers a 
three-color folder picturing and de- 
scribing in detail its new complete 
line of loaders, tractor shovels, and 
backhoes. Information on other 
equipment manufactured by the 
company is presented also. The fold- 
er is punched to fit a standard 3-hole 
loose-leaf binder. For more informa- 
tion— 

Write in No. D8 on coupon below 


Iowa Fibre Products, Des Moines, 
Iowa, has available a catalog sheet 
featuring the following L-S cushions: 
the L.S. 200, all shredded foam rub- 
ber with plastic covered cloth; the 
L.S. Super 600, solid foam rubber 
with plastic cover; and T-1 400, all 
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shredded foam rubber covered with 
canvas. Also, replacement cushions 
which include the JD-100, fits A, B, 
G, GM, 50, 60; JD-200, fits M, MT, 
40; Knoedler No. 300 replacement 
cushions. For more information— 
Write in No. D9 on coupon, Pg. 90 


Tractor Group, Allis - Chalmers 
Manufacturing Co., Milwaukee, Wis., 
describes the B-125 power unit in an 
8-page, 2-color catalog MS-1247. The 
catalog gives specifications and lists 
special equipment available to ex- 
pand the versatility and use of the 
engine. For more information— 

Write in No. D10 on coupon, Pg. 90 


G. H. Meiser & Co., P. O. Box 400, 
Blue Island, Ill., has available catalog 
and discount sheets cn its Enginair 
Tire Pump which is designed to fit 
any gasoline engine built since 1930, 
comes equipped with four different 
spark plug thread sizes. Pump and 
gauge come complete with 16 ft. of 
hose. For more information— 

Write in No. Dll on coupon, Pg. 90 


Wisconsin Motor Corp., Milwaukee 
46, Wis., offers bulletin S-223 which 
describes all models of its powered 
equipment. For more information— 

Write in No. D12 on coupon, Pg. 90 


Universal Pulleys Co., 349 N. Mos- 
ley, Wichita, Kansas, features the 
Transmix utility mixer in a folder 
which gives complete information on 
its numerous uses, such as mixing 
feed, silage, cement, and hauling dirt. 
For more information— 

Write in No. D13 on coupon, Pg. 90 


Peerless Equipment Co., Joplin, 
Mo., gives complete information in 
an illustrated folder on all portable- 
stationary models and sizes of all- 
purpose and small grain Roller Mills. 
For more information— 

Write in No. D14 on coupon, Pg. 90 


Mid-West Forging & Manufactur- 
ing Co., 38 S. Dearborn St., Chicago 
3, Ill., offers folder on its products 
which include spike harrow teeth, 
spring harrow and cultivator teeth, 
rotary tiller tines, rotary cutter 
blades, etc. For more information— 
Write in No. D15 on coupon, Pg. 90 


Henke Manufacturing Co., Colum- 
bus, Neb., has literature available 
covering its Columbus heavy duty 
roller mills. The line consists of three 
models: trailer, truck mounted, and 
stationary; four capacities: 300, 600, 
900, and 1200 bu. For more informa- 
tion— 

Write in No. D16 on coupon, Pg. 90 


Crown Dairy Supply Co., 323 W. 
College Ave., Waukesha, Wis., is of- 
fering a 12-page booklet entitled 
“How to Get the Most Service from 
Your Crown Milking Machine Infla- 
tions.” The booklet deals with the 
various types of milking machine 


rubber—natural rubber, synthetic, or 
a combination of both. The primary 
causes of inflation deterioration are 
listed and discussed in detail. Also 
discussed is a new type of inflation 
remover developed by the company. 
For more information— 

Write in No. D17 on coupon, Pg. 90 


Wright Power Saw & Tool Corp., 
410 S. Third St., Louisville 2, Ky., 
offers a 16-page, illustrated booklet, 
“Easy Steps to Woodcutting with the 
Wright Rebel.” The booklet describes 
the saw which features a reciprocat- 
ing blade, and tells how it can be 
used, in addition to felling trees, for 
building a log cabin, rustic outdoor 
furniture, fences, etc. For more in- 
formation— 

Write in No. D18 on coupon, Pg. 90 


Rapidayton Division, Tait Manu- 
facturing Co., Dayton 1, Ohio, has 
available a 32-page, illustrated man- 
ual on the selection, installation, and 
maintenance of its submersible 
pumps. The manual covers both two- 
and three-wire submersible systems, 
and also includes a detailed check 
chart of “trouble shooting” informa- 
tion. For more information— 

Write in No. D19 on coupon, Pg. 90 


Chicago Rawhide, Service Sales 
Division, Elgin, Ill., offers a folder 
which tells all about special fleet and 
service shop stocking cabinets and 
the special bonus Oil Seal Kit. For 
more information— 

Write in No. D20 on coupon, Pg. 90 


Clark Manufacturing Co., Ather- 
ton, Mo., has literature available on 
its sprayers, ammonia applicators, 
and hydraulic cart for rotary hoes 
and harrows. For more information— 

Write in No. D21 on coupon, Pg. 90 


Dempster Mill Manufacturing Co.., 
Beatrice, Neb., offers dealers an 8- 
page detailed Plantall Catalog. The 
Plantall is an adaptable tool for 
planting any type of row crop, with 
fertilizing attachments also available. 
For more information— 

Write in No. D22 on coupon, Pg. 90 


Joliet Wrought Washer Co., Joliet, 
Ill., gives complete details about steel 
and non-ferrous flat washers of all 
kinds in an available catalog. For 
more information— 

Write in No. D23 on coupon, Pg. 90 


Century Engineering Corp., Cedar 
Rapids, Iowa, offers a 5-point mer- 
chandising program to help the deal- 
er in selling more sprayers. For more 
information— 

Write in No. D24 on coupon, Pg. 90 


B. F. Goodrich Tire Co., Akron, 
Ohio, offers a 32-page product catalog 
that lists complete specifications and 
describes correct use and mainte- 
nance of agriculture tires for farm 
and industrial use. In addition to pro- 
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viding inflation and load data for all 
B. F. Goodrich agriculture tires, the 
catalog carries helpful articles on 
liquid weighting of tractor tires, the 
use of wheel weights, mounting and 
demounting, maintenance, the use of 
tractor tire solution equipment and 
valve and accessory equipment. For 
more information— 

Write in No. D25 on coupon, Pg. 90 


Allis-Chalmers Manufacturing Co. 
Tractor Group, Milwaukee 1, Wis., 
has available the following literature: 
the TL-1884 which covers the new 
Post Hole Digger for use with A-C 
wheel tractors; the TL-1861 which 
describes the Farm Loader now 
available for A-C farm tractors. For 
more information— 

Write in No. D26 on coupon, Pg. 90 


The Ferguson Manufacturing Co.. 
Suffolk, Va., introduces its new 
power-driven cultivator, the Tilrova- 
tor, as the answer to all crop culti- 
vation. Dealers are offered a color- 
ful 4-page brochure. For more infor- 
mation— 

Write in No. D27 on coupon, Pg. 90 


Flint & Walling Manufacturing Co.. 
Inc., 379 Oak St., Kendallville, Ind., 
provides a catalog on its line of wa- 
ter systems. The company states that 
there are F & W models to meet all 
requirements exactly. For more in- 
formation— 

Write in No. D28 on coupon, Pg. 90 


Massey - Ferguson Industrial Di- 
vision, 1009 South West St., Wichita, 
Kansas, presents its line of industrial 
equipment in a colorful brochure, 
complete with action photos and spec- 
ifications. Included are the new Work 
Bull tractors 202, 1001, 303, and the 
Fork Lift, as well as Davis loaders, 
backhoes, etc. The Work Bull and 
Davis producis are described as 
power-matched for profitable on-the- 
job production. For more informa- 
tion— 

Write in No. D29 on coupon, Pg. 90 


Century Engineering Cerp., Farm 
Equipment Division, Cedar Rapids, 
Iowa, presents its line of all purpose 
sprayers in its 1958 sprayer manual. 
The manual is designed to help the 
dealer promote Century equipment 
and also gives a great deal of general 
information about spraying. It con- 
tains detailed specifications and is 
fully illustrated, including numerous 
photos of the equipment in action. 
For more information— 

Write in No. D30 on coupon, Pg. 90 


Crescent Plastics, Inc., 955 Dia- 
mond Ave., Evansville 7, Ind., offers 
a folder giving advantages, maximum 
depth recommendations, and detailed 
information for installing submersible 
pumps up through 1-hp and deep jet 
pumps with new semi-rigid Cresline- 
KL (Kralastic) pipe. For more infor- 
mation— 

Write in No. D31 on coupon, Pg. 90 
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DEMPSTER 


RIME-0-JET 


Self-Priming Shallow Well 
WATER SYSTEM 


There’s a big market and a good 

profit in selling the Dempster 
Prime-o-jet! Compare its exclusive 
features with any other shallow-well 
pump of its price... note the self- 
priming advantage...many models to 
choose from ...the high capacity and 
full 25 ft. suction lift. Here’s a water 
system that opens the door to many 
sales where price has been a factor... 
yet of such high quality that you can 
sell it with confidence. Remember — 
Prime-o-jet, like all Dempster water 
systems, is backed by Dempster! 


At Your Service ... 79 years of 
water system experience 





Only Dempster Prime-o-jet offers all these 
features in a low-priced water system: 


@ Self-Priming — (After case initially filled). 

@ Maximum Lift — Guaranteed suction to 25 ft. 
depth. 

@ High Capacity — Delivers up to 1010 gals. 
per hour. 

®@ Nationally-known Motor — Designed specially 
for horizontal jet-type pumps; ventilated. 

@ Renewable Rotary Seal —For easy service 
and sustained performance. 

® Corrosion-Proof ejector and nozzle. 

@ Insert-Type Venturi — No threads, no wrenches 
needed. 

®@ One Moving Part — For minimum wear. 

® Heavy Bross wearing ring; corrosion-proof 
impeller shaft. 


Write for illustrated Prime-o-jet folder and details 
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on the valuable Dempster Dealer Franchise. 


DEMPSTER MILL MFG. CO. 


Factory ond Home Office: | Beatrice, Nebraske 


Branches and Warehouses: Omaha, Kansas City, Mo., Des Moines, 
Sioux Falls, Denver, Oklahoma City, Amarillo, San Antonio. 








ANNOUNCING | 





PEANUT COMBINE 


The World’s Most Advanced 
Peanut Combine 


Highest capacity — picks three or more acres per hour 

Delivers the cleanest peanuts — do not have to be re-cleaned 
Can pick peanuts with higher moisture content than any other 
combine — start sooner in the morning and pick later in the day 
All main bearings rubber mounted, triple sealed and lubricated 
for the life of the machine 

At least 50% LESS up-keep cost 


Valuable Dealer Franchises Open! 


The Long peanut combine is truly a revolutionary machine. It has been com- 


o e ‘ 
Wri | e-Wi re pletely tested in the major peanut growing areas of the United States and has 
proved that it will pick cleaner peanuts, more peanuts at a lower cost than any 
other machine on the market today. We are now setting up dealerships in all 
peanut growing areas. Act now. 


or Phone 


00): @ APs. « so © For more information on one of these 
Valuable Dealerships 





LONG Manufacturing Company,Inc. - Tarboro, N.C. 
TELEPHONE 2126 
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GRABLER Package 


Dependable Distribution from these Warehouses 
New York . Philadelphia . New Orleans 
Atlanta ®© Pittsburgh © Cincinnati © Dallas 


Chicago © St. lovis © Detroit © Denver 


Minneapolis © San Francisco * Los Angeles 





! 


-Protected Fittings — known for dependability 


, GRABLER SQUARE “GEE 


PIPE FITTINGS 


' ORDER FROM YOUR WHOLESALER 
The GRABLER | [= Manufacturing Co. * 6565 Broadway * Cleveland 5, Ohio 
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